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BEST TELLS HOW 
HE WOULD SAFEGUARD 
THE RECIPROCALS 


Aggregate Premium Income of These 
Exchanges in Year 1921 Reached 
$35,000,000 














HE WOULD LIMIT EXPENSES 





No Discretion as to Risks Upon Which 
Any Member May Assume 
Liability 





The A. M. Best Co. this week issued 
its ““Best’s Insurance. Reports, (Casualty 
and Miscellaneous”). Not the least in- 
teresting part of this volume is the 
reciprocal insurance section. At the 
present time the A. M. Best Co. is re- 
porting upon 112 fire and automobile 
insurance exchanges, excluding those 
which are merely branches or “trade 
names.” It also makes reports on 
eighty-six reciprocal exchanges writing 
compensation, liability, collision and 
property damage insurance. The ag- 
gregate premium income of all these 
institutions in 1921 was over $35,000,000. 

The A. M. Best Co. in this volume 
discusses necessary safeguards applic- 
able to all exchanges. These are its 
views in part: 

An insurance contract, to be satis- 
factory, must be enforceable by the 
holder. Disputes may, and do, occur 
between perfectly honest insurers and 
equally honest claimants. The plan of 
reciprocal insurance does not contem- 
plate the appointment of local agents 
upon whom valid service of process can 
be secured, and as the business of 
these exchanges extends almost invari- 
ably to many states, the laws of each 
state should provide for the recogni- 
tion of the legitimacy of their opera- 
tions and for the service of process 
upon the insurance commissioner in 
event of a dispute arising. 

Financial Responsibility 

The loss-paying ability of any ex- 
change issuing policies of reciprocal in- 
surance must be beyond question. The 
law under which reciprocal organiza- 
tions operate should, therefore, provide 
a standard of financial responsibility 
for the members of such exchanges, 
for their guarantee is all that is avail- 
able for the protection of policyholders 
who may suffer loss should the premi- 
ums collected prove inadequate for the 
payment of losses and expenses. 

There should also be a standard of 

(Continued on page 18) 
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The vital importance of insurance in 
the business world cannot be over- 
estimated. It is a part of the very life 
of business stability. That is why 
dependable insurance and efficient 
service is much in demand. 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William St., New York 


PHCENIX 


Indemnity Company 
75 Maiden Lane, New York 









































‘‘AMERICA’S OLDEST FIRE AND MARINE INSURANCE COMPANY ”’ 


1792 1922 





CAPITAL............$5,000,000 


FIRE—AUTOMOBILE—MARINE 


Brokerage and Service Department 
CHAS. F. ENDERLY, Manager 
122-126 WILLIAM STREET, NEW YORK CITY 


INSURANCE COMPANY of NORTH AMERICA 


PHILADELPHIA 
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EQUITABLE LIFE 


Insurance Company 
OF IOWA 


Results of 1921 


Insurance in Force..............-$286,934,616.49 
Admitted Assets ..............+++-$ 39,234,839.04 
Ratio of Actual to Expected Mor- 

CD: odin vndin dower cdwearsds «oes 34.7% 


68% of all business written since organization 
still in force. 
For information regarding Agencies 


Address: Home Office, Des Moines 
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M. G. BULKELEY DIES 
AFTER ILLNESS OF 
THREE WEEKS 


President of Aetna Life and Affiliated 
Companies Ends Long and 
‘Distinguished Career 








ACTIVE ALMOST TO THE END 





Honored By City, State and Nation; 
Connecticut’s Leading Citizen; 
Always Constructive 





Morgan G. Bulkeley, head of the 
Aetna Life and Affiliated Companies, a 
man who has been honored more than 
any of his fellows in the insurance 
fraternity, died on November 6 in Hart- 
ford following an illness of three weeks. 
He had been mayor of Hartford, gov- 


ernor of the state and United States 
Senator. 

Despite his advanced age (eighty-five) 
Governor Bulkeley was an active in- 
surance executive. He made daily 
visits to his office, generally arriving 
about 11 o’clock. Throughout the in- 
surance world he was held in highest 
respect, and his appearance before 
Aetna Life people drawn to Hartfora 
to attend a convention or a smaller 
gathering was always the signal for an 
ovation. The death of Senator Bulke- 
ley was a shock as few knew that he 
was ill. The flag on the municipal 
building was placed at half-mast. The 
Hartford “Courant” printed nine col- 
umns about the Senator on November 
7th. A telegram to Aetna Life repre- 
sentatives informing them of the death 
of the president was signed by Morgan 
B. Brainard. 

Funeral Thursday 

The funeral was held yesterday at 
the Bulkeley residence in Hartford, the 
Rev. Warren 8S. Archibald, pastor of the 
South Congregational Church, conduct- 
ing the service. Absolute simplicity 
marked the funeral. 

Morgan Gardner Bulkeley was born 
in Connecticut and could trace his an- 
cestry back twenty generations. “The 
blood of the men who made America 
great flowed in his veins,’ said the 
New York “Herald.” His father was 
president of the Connecticut Mutual 
Life until the founding of the Aetna 
Life in 1850 when he resigned to be- 
come the first president. 

First Salary $1 a Week 

Morgan G. Bulkeley attended Hart- 

ford schools until he was fourteen; and 
(Continued on page 31) 
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American Institute 
Of Actuaries Meets 


DISCUSS 





MANY QUESTIONS 


Elect J. C. Rietz Editor of “Record” 
and Re-elect E. B. Carter as 
Librarian 





The American Institute of Actuaries 
held a two-day meeting at Hotel Chase, 
St. Louis, on Thursday and Friday, No- 
vember 2 and 3. Many live topics of 
importance and value to the insurance 
fraternity were taken up and discussed 
and views exchanged. There were no 
formal papers read. The only topic not 
informal was on “A Review of Some of 
the Earlier Methods of Surplus Distribu- 
tion: Some Proposed Methods and 
Some Methods Currently in Use by Life 
Companies in the United States.” 

The meeting was largely attended and 
some of those present and who had at- 
tended previous meetings stated that 
the present one was the largest, about 
150 being present. Most of those who 
came to the meeting attended all the 
sessions. 

J. C. Rietz to Edit “Record” 

President Cathles in his opening ad- 
dress said that the Board of Governors 
met previous to the meeting and the 
following officers were named: J. C. 
Rietz, to be editor of the “Record;” 
E. B. Carter, re-elected as librarian. 

In part he said: ‘Foundations of the 
world were shaken by the Great War. 
I do not believe as yet the business of 
life insurance will be affected. Life 
insurance business has stood the test 
of both war and pestilence, though in 
some countries the payment of the face 
values of policies in a greatly depre- 
ciated currency, while completely ful- 
filing the companies’ legal obligations, 
must have been very disappointing to 
the beneficiaries. 

“Mr. Graham, in a recent presidential 
address, urged that the younger mem- 
bers should regard qualifications by ex- 
amination in this institute as a means 
to greater service rather than as an end 
in itself. There is no better way for any 
man or woman to obtain a thorough 
knowledge of the fundamental truths of 
the business of life insurance than by 
taking actuarial examinations for the 
life insurance business is a jealous mis- 
tress and the actuary perhaps more 
than any other office, is the constant 
temptation to become completely ab- 
sorbed in his own particular branch of 
the business. 


“One of the most intelligent and re- 
sponsible insurance journals reproaches 
life insurance companies with the ignor- 
ance regarding life insurance business 
which it claims exists in the minds of 
the public. I think we are anxious that 
every safeguard possible should be 
placed around the proceeds of life in- 
surance policies, so as to insure the 
great benefits which insured expects 
can be guaranteed. 


“It has been the custom of some life 
insurance companies to offer bonus or 
special increases in salary to such mem- 
bers of their staffs who successfully 
pass examinations as a recognized actu- 
arial today.” 





CONSERVATION OF BUSINESS 

Conservation of business was a topic 
that brought out much of interest. W. 
A. P. Wood, of Canada, said the subject 
was more of a prevention than a cure of 
the disease. Conditions in Canada were 
somewhat different than in the United 
States. The best plan was to get the 
There was little 


repayment of loans. 
twisting in Canada. 

T. W. Blackburn, secretary of the 
American Life Convention, spoke of the 


effect of policy loans on lapses, and said 
policyholders should be educated to re- 
alize that the money they borrowed be- 
longed to them and not the company. 
It was like taking money from one 
pocket and putting it in another, and 
when they paid it back it was like put- 
ting it into stil! another pocket. 

Mr. Bagley, of the Travelers, said 
when a-policy had lapsed it was best 


for the company to consult with the, 


policyholder. In case of “twister” a 
new application should be declined by 
the company. The company should be 
liberal in the way of commissions. 

C. H. Beckett, of the American Cen- 
tral, said the difference in borrowing 
money on a policy is like borrowing 
money from the bank, except that when 
a man dies his loan is taken from his 
policy. 

Mr. Linton said if a cancellation is 
requested by the policyholder, the re- 
quest should be considered. If request- 
ed by “twister,” it should be discour- 
aged. Companies will have to get closer 
together and stand together on the 
“twister” question. Neither the public 
nor the company realize the seriousness 
of lapses. 

Arthur Coburn stated in matter of 
“twister” that his fee, which is usually 
500, should be included in the differ- 
ence between the saving to the one tak- 
ing over the new policy and retaining 
the old one. 

J. C. Seitz, of the Security Life, said 
he did not know a “twister” played so 
much importance until he heard what 
was said. 


Reinstatement 

The topic on reinstatement of lapsed 
policies wag discussed for some time. 

J. E. Flannigan, of the Bankers Life, 
said his company reserved the right to 
reinstate or not. 

At the afternoon session the topics 
and sub-tovics discussed were on “Dis- 
ability and Double Indemnity Benefit,” 
“Substandard Insurance” and “Reinsur- 
ance.” These topics were thrashed out 
in a most thorough manner and at the 
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We are giving them to our salesmen at the rate of 


40,000 PER YEAR 





Established 
1879 





We Help Our Salesmen 


BANKERS LIFE COMPANY 


Des Moines 


Geo. Kuhns 
President 

















conclusion of the discussions, all those 
present expressed the pleasure they had 
experienced during the two days meet- 
ing and what an immense amount of 
valuable information they had gained. 

At 6:30 on Thursday night, the St. 
Louis members of the institute gave an 
informal dinner dance and a vaudeville 
entertainment. It was over early and 
many attended some of the theatres at 
its conclusion. 

The president announced the follow- 
ing committee appointments, but he 
stated it was not customary to include 
them in the proceedings: 

Permanent Headquarters Committee 
—George Graham, chairman; T. A. Phil- 
lips and D. F. Campbell. 

Program Committee—J. G. Parker, 
chairman; James Fairlie, A. T. Maclean 
and J. C. Cameron. 

Examination Committee—Robertson 
G. Hunter, chairman; B. N. Coates, E. 
G. Fassel, A. A. Speers, W. C. Morris, 
E. L. Marshall, S. L. Phelps and H. L. 
Rietz. 

educational Committee—C. H. Beck- 
ett, chairman; H. L. Rietz and Arthur 
Coburn. 

Membership Committee—O. J. Arnold, 
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Careful Selection 

No Foreign Business 
Insuring Only Males 
Low Death Rate 

Safe Investments 
Efficient Management 
Liberal Policy Contracts 
Low Expenses 
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of the new business issued by The 
Northwestern Mutual Life Insur- 
ance Company in 1921 was upon 
applications of members previ- 
ously insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the 
Northwestern business policy of 


The Policyholders’ Company 
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The 


Northwestern Mutual Life Insurance Co. 
f 
Milwaukee, Wisconsin 


— 


Purely American 
Purely Mutual 

No Brokerage 

No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 








chairman; Henry Moir and P. V. Mont- 
gomery. 

Papers Committee—H. W. Buttolph, 
chairman; Percy H. Evans and J. H. 
Nitchie. 








Objections 














Every insurance agent has to meet 
objections, says the State Mutual. If 
by chance he Goes not meet with objec- 
tions he may be sure that he is in the 
fortunate position of being bought from, 
instead of selling. Only in the case 
where the prospect knows as much 
about insurance as the agent does, or 
has happened to hit upon just the kind 
of policy he needs, will the cause of 
protection be as well served as if objec- 
tions were encountered. 

An agent is poorly equipped who has 
only one method of meeting objections. 
There are at least four and they may 
be briefly described as follows: 

The boomerang method consists of 
using the prospect's excuse as the rea- 
son for the sale rather than an objec- 
tion to it. The simplest illustration of 
this method is often applicable. The 
objection is, “I can’t afford it.’ The 
answer is, “Why, it will help you make 
more money. It will help your credit. 
You can’t afford to do without it. You 
will be able to afford other good things 
if you take this.” 

The indirect method is sometimes 
called the ‘admission-but method.” It 
is based on making the prospect feel 
that the objection was natural from his 
point of view, but at the same time 
changing his point of view. Suppose 
the objection to be, “I am already in- 
sured in the .......< Company.” The 
answer, “That is an excellent company,” 
compliments him on his judgment and 
at the same time puts him in a position 
where, in fairness, he must listen to a 
description of your company’s good 
points. These you introduce by going 
on to say, “There are certain features 
about my company’s contract I should 
like to call to your attention.” 

An emphatic denial is a _ difficult 
method to use because no man likes to 
be corrected. However, some men will 
use misstatements for the sake of be- 
littling the salesman or discouraging 
him. Use the emphatic denial seldom 
but keep it available for extreme cases. 

The passing-up method is used where 
there is more advantage to be gained 
by a steady march to a conclusion with- 
out interruption. Many objections are 
raised by prospects when they do not 
expect any answer, or to hide a real 
objection which they will not voice. 
That does not mean that they should 
not be answered at all but that tempo- 
rarily they should be allowed to drop. 
Many of them will not be referred to 
again, 





James Victor Barry, fourth vice-presi- 
dent of the Metropolitan Life, was 4 
caller last week on the Virginia insur- 
ance commissioner, Colonel Joseph But- 
ton, 
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Discuss Surplus 
Distribution Points 


HOW PROBLEMS ARE SEEN 








Incidence of Expense Important As 
Incidence of Mortality, Says 
Shepherd 





The first paper discussed at the Amer- 
ican Institute Convention in St. Louis 
last week was a review of some of the 
earlier methods of surplus distribution, 
some proposed methods and some meth- 
ods currently in use by life companies. 
Among those who participated in the 
discussion was C. O. Shepherd, of the 
Missouri State Life, who said in part: 

“The acceptance of the principle of 
the contribution method by no means 
disposes of the problem of surplus dis- 
tribution. The equitable distribution of 
surplus to policyholders will always be 
difficult because it Gepends directly on 


the solution of such questions as the 
proper assessment of expenses, con- 
struction of premium rates, and meth- 
ods of valuation, each in itself a diffi- 
cult problem. A logical and simple solu- 
tion of these questions will make the 
distribution of surplus a comparatively 
simple matter, because a policy divi- 
dend is fundamentally a refund in ad- 
justment of premium charges. 

“If premium rates have been con- 
structed from the company’s experience 
to meet a carefully estimated scale of 
expense and a definite rate of mortality 
at a given rate of interest, then a com- 
parison of actual costs with anticipated 
costs is possible, and one very impor- 
tant step will have been taken. Few 
companies, more particularly among the 
more youthful organizations, have heen 
able to proceed so scientifically. The 
expense ratios in the younger compan- 
ies have not become stabilized, and 
mortality experience in most cases has 
been insufficient in amount, and as a 
consequence its rates have been deter- 
mined largely by competition. 


Actuarial Thought Handicapped 


“Actuarial thought, though active in 
many lines in this country during the 
past quarter of a century, has been 
handicapped in the study of this prob- 
lem, not only on account of changing 
conditions, due to the rapid growth of 
our companies, but also, I believe, to 
the lack of a suitable mortality stand- 
ard. In early life insurance history of 
this country we were dependent upon 
British experience for our mortality 
table, and if the American experience 
table was an improvement, it had al- 
ready lost some of its virtues as an 
accurate measure of mortality by the 
time it was generally adopted. Not 
until 1918 did we have a general table 
reflecting recent mortality on insured 
lives in the United States, nor until 
then did we have any reliable measure 
of the effects of our selection, a major 
factor in the rate of mortality. I be- 
lieve the direct use of a select mor- 
tality table in the computation of pre- 
mium rates, and surplus distribution, 
has become indispensable. I do not 
think a general offsetting of mortality 
savings due to selection against certain 
expenses is to be commended. 

“So long as we express our gross pre- 
miums in terms of the American Ex- 
perience, net premiums and loading, just 
So long shall we multiply our difficulties 
in apportioning dividends. We have a 
much more useful standard in the Amer- 
ican Men Table and the more generally 
we can adopt it in cur work as a stand- 
ard of reference, the better progress we 
— make against the problems we 
ace, 

Liked Cammack’s Paper 


“On the subject of scientific construc- 
tion of premiums for life insurance, 
which as I have said is a prerequisite to 
the scientific distribution of surplus, I 
have seen nothing so satisfying as the 
Paper on ‘Premiums for Non-Partici- 
pating Life Insurarice,’ by E. E. Cam- 








DING, DONG BELL 


They ring a bell to remind us of things. They ring 
one to tell us that the time for sleeping is over; that the 
time to be up and doing has come. It is a very useful 
bell. 

Still other bells call us to school, to work and to 
worship. Each call of that kind should be welcome. 

“ach of us should want to learn; each of us should want 
to work for the things which we can get only through 
work; and each of us should respond when the bells 
call us to thank God for his many mercies. 

But there is still another bell that rings very 
slowly at the last. Some people are ready for it; some 
are not. Some people approach it in fear and trembling 
because they know that the families they leave behind 
may suffer want. Others approach it without fear 
because they know that they have provided for their 
families. People with life insurance worry less about 


that bell than people who have no life insurance. 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 


EDWARD D. DUFFIELD, President 





Home Office, Newark, New Jersey: 








mack, read before the Actuarial Society 
of America in October, 1919. While the 
title refers to non-participating insur- 
ance, obviously the same principles ap- 
ply to participating premiums. 

“One of the most troublesome prob- 
lems in the assessment of expenses, 
and, therefore, in surplus distribution, 
involves the theory that old policyhold- 
ers may properly be charged with part 
of the cost of new business, because 
new business is necessary to the life 
of the company. I am inclined to agree 
with the theory so tar as new business 
cannot be made to pay for itself, but I 
believe the nearer we can come to the 
point where the premiums received for 
new insurance meet the expenses at- 
tributable to its acquisition, the sounder 
our insurance structure will be. Rufus 
Weeks set himself the standard of 
equity that every policy shall receive 
the same treatment as if the entire com- 
pany were madc up of identical policies. 
We might, also, have added that the 
amount of surplus apportioned to a 
given policy shall not be affected by any 
reasonable change in the proportion of 
a new business written. The latter re- 
quirement could hardly be met under 
present conditions with a net level pre- 
mium valuation. If such a standard is 
proper wherein does the fault lie? 

“Without any attempt to criticise a 
method which has proved itself so prac- 
ticable, we might ask if a net premium 
method of valuation is strictly logical. 
Our gross premiums are computed in 
anticipation of certain yearly costs, 
divided naturally into mortality and ex- 
penses. Why have we dealt with these 
two kinds of costs so differently? Inci- 
dence of expense is just as important as 
incidence of mortality, and except as a 
matter of convenience and ease of com- 
putation there is no occasion for the 
construction of a net premium as an 
intermediate step. And having com- 
puted our premiums on such assump- 
tions, why should we not adopt those 
same assumptions as to incidence of 
expense as well as mortality in deter- 
mining our reserve? Obviously such a 
method of computing reserves, while 
perfectly sound mathematically, is not 
practicable for reasons too numerous to 
mention. On the other hand, our net 
premium method of valuation is not 
logical because it assumes that ex- 
penses for all policy years are equal, 
and that we know is not in accordance 
with the facts. It is in sacrificing logic 
to practical considerations that we have 
introduced inconsistencies, which are 
our greatest source of difficulty in sur- 
plus distribution. Our modified prelimi- 
nary term method may be considered a 
partial recognition of the principle I 
have mentioned above.” 


NEW COMPANY IN IOWA 








Farmers’ Union Mutual Life Organized 
by Farmers’ Union; Milo 
Whipple President 





The Farmers’ Union in Iowa has or- 
ganized the Farmers’ Union Mutual Lite 
Insurance Company, which has been 
licensed by the Iowa insurance depart- 
ment and is writing business. The 
company is a mutual legal reserve com- 
pany. Officers are: President, Milo 
Whipple, president of the Farmers’ 
Union; vice-president, Will Anderson, 
and secretary-treasurer, W. A. Houck. 
Funds of the company will be invested 
exclusively in farm mortgages. 





JOHN HANCOCK’S STANDING 

The John Hancock Mutual Life In- 
surance Company ranks among the ten 
largest life insurance companies in the 
country. 

It is number eight in assets. 

Number seven in total premiums. 

Number eight in amount of insurance 
in force. 





ENTERS INDIANA 
The Connecticut General has entered 
Indiana and has appointed James W. 
Haughton as its representative with 
headquarters at Fort Wayne. For a 
number of years Mr. Haughton wag 
with the Standard Oil Company. 
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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 
It is one of the largest and strongest financial organizations in the world. 


It is a great human welfare institution with a membership of nearly a 
million thrifty, far-sighted persons banded together for mutual protec- 
tion, whose combined insurance aggregates $2,817,970,732. 


Its assets are safely and profitably invested, and its large Surplus Re- 
serves guarantee its stability regardless of financial conditions. 

It paid to Policyholders and Beneficiaries $83,678,764 in 1921. Its Total 
Payments to Policyholders and Beneficiaries since organization total 
$1,458,653,991. 

In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) 
were paid within one day after receipt of due proof of death. 

Its Mortality Rate for the year 1921 was the lowest in the history of the 
Society. 

Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and 
it has set aside $26,148,772 to pay the Refunds due in 1922. 


It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as 
promptly as a bank draft. 


It was the first company to insure large numbers of employes in a body 
on the Group Insurance plan, with scientific medical inspection substi- 
tuted for personal medical examination. 


It has devised the Home Purchase Plan of insurance whereby a man of 


moderate means can own his own home and pay for it conveniently 
whether he lives or dies. 


It has developed a programme for the education and training of its 
agents in the principles of life insurance and in modern salesmanship. 


It maintains at its Home Office an Inheritance Tax and Business Insur- 


ance Bureau for the benefit of the insuring public. 


Its policies are liberal, clear and comprehensive, readily adaptable to 
the diversified needs of the insuring public. 


THE EQUITABLE 
LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
12@ Broadway, New York 
W. A. DAY, President 
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Sales Research Bureau 
Has Chicago Meeting 


OLIVER THURMAN CHAIRMAN 





Sales Index, Statistics, Selection of 
Agents, Analysis of General 
Agents, Discussed 





The first annual meeting of the Life 
Insurance Sales Research Bureau was 
held at the Drake Hotel in Chicago on 
November 9, the Association of Life 
Agency Officers meeting the following 
two days, and many attending the Sales 
Research Bureau meeting also being at 
the agency officers convention. Oliver 
Thurman, of the Mutual Benefit, pre- 
sided. The Illinois Life, Imperial Life, 
Penn Mutual, Pacific Mutual, Great 
West and State Mutual are new mein- 
bers of the Sales Research Bureau. 

The topics for informal discussion at 
the Sales Research Bureau meeting 
follow: 

Sales Index 

1. What previous sales figures should 
be used for comparison with current 
sales: figures for the same month last 
year, figures for the average month in 
the past five years, or other figures, 
etc.? 

2. On what date each month should 
we strive to have the current bulletins 
in your hands in order to be of maxi- 
mum value to your company? 

3. What further separation of the 
current figures by cities or districts is 
desirable and feasible, such as an indi- 
vidual index for New York City, Phila- 
delphia and Chicago? 

Other Life Insurance Statistics 

1. Would it be of value to secure and 
publish monthly the total lapse records 
of our companies? If such a collection 
is desirable, would it be feasible and 
desirable to attempt any geographical 
analysis—such as by states? 

2. Would similar figures 
policy loans be of value? 

3. Would” similar figures 
mortality be of value? 

General Territorial Statistics and 
Business Reviews 

1. What general type of statistics re- 
garding territorial conditions, etc., 
would it be desirable for the Bureau 
to collect and make available for Bu- 
reau members so as to avoid the pur- 
chase and maintenance of such statis- 
tics by individual companies? 

Selection of Agents 

1. Are there any desirable methods, in 
addition to the method now being used 
by the Bureau, for furthering our knowl- 
edge of the selection of agents? 

Analysis of Work of General Agents 

1. How can the program for this work 
be most rapidly and completely carried 
forward? 

Reports on Company Practices 

1. How can the Bureau increase its 
usefulness in making surveys which 
bring together the current practices of 
the companies such as the recent Con- 
servation Report? 

2. What topics are most desired for 
future reports by the survey method? 

Special Reports to Companies 

1. The Bureau is equipped to answer 
various questions from individual com- 
panies on agency practices, etc. While 
this service is now somewhat limited 
and has been used by only a few com- 
panies, we desire to improve it and 
request suggestions. 

Selling Costs 

1. Should the Bureau endeavor to 

study this problem and if so, how? 
Additional Activities 

1. What fields of work, in addition to 
the above, should the Bureau, in your 
opinion, plan to enter? 


Life Insurance Sales in the 
United States 
Life insurance sales in twenty-four 
states in the Union were at least 15% 
better during September, 1922, than in 
September, 1921, according to an analy- 
sis made by the Life Insurance Sales 
Research Bureau of Carnegie Institute 


covering 


covering 


of Technology. This territory included 
part of New England, all of the Middle 
Atlantic region and most of the West 
with Tennessee, North Carolina and 
Georgia upholding the record for the 
South. Eighteen states show sales to 
be from 1 to 15% better than last Sep- 
tember. For the United States as a 
whole, September’s business was fifteen 
per cent better than last year and the 
cumulative figure for the year to date 
in the entire Union has been brought 
up to 105. 

The industrial states of New England, 
the Middle Atlantic section, together 
with the manufacturing region of the 
Middle West are gaining considerably 
over the pace set by the first three- 
quarters of last year. Only four states 
of the South are below last year’s rec- 
ord to date. The western states are 
not so hopeful but their cumulative 
total slowly works toward the one hun- 
dred per cent line. 

In dollars of business secured, Sep- 
tember was not quite so productive a 
month as August falling behind by 5%. 
The Southern district, on the other 
hand, showed a better September than 
August but even here, the gain is 
but 5%. 





AN ENDLESS CHAIN 

R. B. Taylor, Equitable Life Assur. 
ance Society, Philadelphia, after placing 
$150,000 of insurance on the president 
of a certain corporation, learned that 
its treasurer was a highly prized officer 
and that the loss of his experience and 
ability would be a serious blow to the 
organization. This enabled him to 
place insurance for $100,000 on the life 
of this treasurer. Having these two 
examples to quote, he is sure he will do 
business with other members of the 
corporation, and that through them he 
will reach a number of men identified 
with other companies. One success be- 
comes the foundation on which another 
can be built. Thus an endless chain 
can be forged. 


Life Agency Officers 
Meet in Chicago 


STRESS AGENT AS 


ADVISER 





Many Prominent Men in Insurance 
Business Make Talks; Bank 
Official a Guest 





The Association of Life Agency Offi- 
cers met in Chicago yesterday and are 
meeting again today. 

Additional features on the program 
to those already announced are these: 

“Making the Life Insurance Agent a 
Real Counsellor,” discussed by J. G. 
Stephenson, London; Tmmet May, 
Peoria; Carl A. Secoy, Phoenix Mutual, 
and George L. Hunt, Guardian. 

“Promoting Sales Through Studying 
Men and Markets,” by Oliver Thurman, 
Mutual Benefit, and John Marshall Hol- 
combe, Jr., business manager, Life In- 
surance Sales Research Bureau. This 
subject will be discussed by George A. 
Boissard, National Guardian, and 
Charles Hommeyer, Union Central. 

“Persistency of Business,’ by Percy 
C. H. Papps, mathematician, Mutual 
Benefit, followed by a general discus- 
sion. 

“Figuring Costs in Selecting Agents,” 
by Dr. E. G. Simmons, Pan American, 
discussed by H. J. Miller, Metropolitan, 
H. E. Aldrich, Equitable of lowa; A. G. 
Ramsay, Canada, and True Uncapher, 
Western Union. 

“The Dignity of our Profession,” will 
be discussed by E. W. Randall, Min- 
nesota Mutual; Stephen Ireland, State 
Mutual, and F. H. Davis, Equitable of 
New York. 

Dr. Walter Lichtenstein, executive 
secretary of the First National Bank 
and First Trust Company & Savings 
Bank, Chicago, will deliver an address 
on “The Future of American Business 
and Its Effect on Life Insurance.” 

















CO-OPERATION 


URING their first twelve 
months in the life insurance 
business our trained 
added during recent months have 
produced on an average 15 per cent 
more business than those who 
entered our organization during 
1919 before our Home Office Train- 
ing School was established. 


—This despite the fact that our 
trained group necessarily spent 
| several weeks away from their 
territory and were entering the 
business during an economic period 
in no way as favorable to the sale 
of life insurance as those banner 
months of 1919 and early 1920. 


Sales training is one form of agency 
co-operation which we offer. 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 


No. 29 


salesmen 

















Insurance Kept 
Print Shop Going 
STORY THAT SELLS POLICIES 





Earl G. Manning, John Hancock, Finds 
Public Wants to Know Other 
People’s Fortunate Experiences 





Earl G. Manning, of the John Hancock 
Mutual Life, who is associate general 
agent in the Paul F. Clark Agency, Bos- 
ton, tells the following as one of his 


most interesting business insurance ex- 
periences: 

“About eight or nine years ago two 
business acquaintances of mine bought 
an old printing company with a few 
thousand dollars of cash. The men 


admirably supplemented one another, 
one being the mechanical expert and 
the other being the executive. 

“They were persuaded to take $10,000 
insurance apiece and make it payable 
to the partnership which was subse- 
quently made a corporation, with the 
understanding that in the event of the 
death of either, this cash would come 
in to stabilize the business. The busi- 
ness increased rapidly and in Septem- 
ber, 1920, I induced them to take $25,- 
000 more apiece, but this time with a 
little different idea in view. 

“The $25,000 in the event of the death 
of either represented the stock interest 
of each man in the concern and there 
was an agreement prepared which pro- 
vided that the wife of the deceased 
should surrender within a certain stipu- 
lated period, her stock in exchange for 
the cash; thereby allowing the survivor 
to continue the business without being 
hampered. 

“The business was written on the 
25-year endowment plan with the dis- 
tinct idea in mind that in the event of 
death not occurring at the end of the 
twenty-five years, $50,000 could be with- 
draw:. from the business or used to 
extend it for another generation. 

“One of the partners died March, 1922, 
just a year and a half after the policy 
was issued. This business, in conjunc- 
tion with all the printing businesses in 
Boston, had been through a very trying 
printers’ strike and it is no secret to 
say that the money which came in abso- 
lutely stabilized this business and tided 
it over a very rough period. Further- 
more, the survivor has been able to 
carry the business on without being in 
any way hampered by the widow or her 
legal representative because the insur- 
ance money retired her interest abso- 
lutely; the survivor now owning it en- 
tirely. 

“T recently went before a board of 
directors to assist an agent of ours to 
close a business case and all I did was 
to tell this story exactly as you read it. 
We came out of the meeting with a 
check for $3,800 for $100,000 of the 
same kind of insurance. 

“There is nothing quite like citing an 
experience which has actually happened 
because in a great many instances the 
men that you are insuring know of, or 
know the man in question. 

“This is a period when young and 
struggling businesses need business in- 
surance more than ever, and it is also 
a period when large businesses need it, 
as evidenced by the fact that a very 
large manufacturing company very re- 
cently insured its president through our 
office for $1,000,000.” 





WALTER T. SHEPARD MONTH 

At the request of its general agents, 
the Lincoln National Life designated 
October as Shepard Month in honor of 
the birthday of Vice-President and 
Agency Manager Walter T. Shepard. 

More than $12,700,000 of written and 
examined business was produced in the 
drive to “Shepardize October.” This is 
the second largest month in the history 
of the company, being just a little short 
of the record made last May in honor of 
Vice-President and Manager Arthur F. 
Hall when the production mounted to 
nearly $13,000,000. 
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German Companies And 
Swiss Policyholders 


WHAT DECLINE OF MARK MEANS 





One Company Suspends Payment to Its 
Policyholders in Holland; Serious 
Difficulties Noted 


A prominent insurance executive re- 
cently returned from the continent said 
to The Eastern Underwriter this week: 

“I am not surprised in reading that 
a leading German life insurance com- 
pany of Stettin, Germany, has suspend- 
ed payment to its policyholders in Hol- 
land, owing to the decline of the mark. 

“During my recent trip abroad, I had 
occasion to familiarize myself with the 
serious difficulties in which a number 
of German companies found themselves 
owing to the fact that under a provision 
of the German insurance law for a num- 
ber of years, they were not allowed to 
make deposits in foreign countries ex- 
cept in German securities, and it may 
be of interest to you that as regards the 
Swiss business, a certain settlement is 
likely to be made under which the Swiss 
policyholders or their dependents, in- 
stead of receiving payment of their 
claims against German companies in 
full, will only be entitled to a small 
initial payment and interest on the bal- 
ance for a number of years, and even 
to accomplish that, it was necessary 
for the Swiss Government, the German 
Government and the German insurance 
companies to make certain sacrifices.” 





WHAT GROUP INSURANCE IS 

First, let me define group insurance, 
says F. S. Stripp, of the West Coast 
Life. 

Group insurance is a development of 
life insurance whereby fifty or more 
lives are covered by a blanket policy, 
without medical examination or inspec- 
tion. Being in a measure, wholesale in- 
surance with decreased overhead ex- 
pense, the cost of protection by this 
plan is considerably less than that 
under individual policies. 

Group insurance is regarded as a 
stabilizer of labor and capital. It estab- 
lishes employment on a more perma- 
nent basis and tends to promote more 
friendly relations between employer and 
employee. 

Group insurance encourages thrift 
and self-help; also provides protection 
for dependents of members. Group in- 
surance may be utilized to provide pen- 
sion funds for the police force, fire de- 
partments or school teachers of a city 
or the teaching force of a large uni- 
versity. 

The form of policy may cover all em- 
ployes of a person, firm or corporation, 
such as a bank, railroad company, water 
or gas company. 

The group may consist of all mem- 
bers, fifteen or more years of age or a 
selection of lives based upon term of 
service, amount of salary or class of 
employment. 


DEATH OF R. B. ENGLISH 

Robert Bacon English, aged 38, secre- 
tary of the group division of the Aetna 
Life Insurance Company, and son of 
Joel L. English, vice-president of the 
company, died Sunday afternoon at the 
home of his father in West Hartford, 
Conn. 

He was graduated from Yale in 
1908, and attended the Harvard and 
Yale law schools. He was a member of 
Della Kappa Epsilon. The younger Eng- 
lish spent one summer with Dr. W. T. 
Grenfell in relief work on the Labrador 
coast and had served in the Connecticut 
National Guard. He married Emily Gil- 
dersleeve of Gildersleeve, Conn. He 
leaves his wife and a son. 





Herman Moss, Cleveland general 
agent of the Equitable Life, spent sev- 
eral days at the home office of the com- 
pany last week visiting various officials 
and mixing pleasure with business. 


Darby A. Day Talks 
To Pittsburgh Agents 


MORE THAN 250 WERE PRESENT 








Points Out Value of Income Insurance; 
Praises Rotary Clubs; Contracts 
- Modernized 





Darby A. Day, manager of the Mutual 
Life, Chicago, talked to 250 members 
of the Pittsburgh Association of Life 
Underwriters at the banquet of the 
association in the William Pitt Hotel. 
He was given a rousing reception. He 
made a strong plea for income insur- 
ance, giving many examples. 

Much of his talk was devoted to 
ethics and he flayed men who run down 
another company in order to get busi- 
ness. He praised the work of the Ro- 
tary clubs. 

Considerable attention was also given 
by the speaker to the more liberal con- 
tracts now offered the public. He thinks 
the beneticiary is in a better position 
than ever before by reason of the broad- 
ening of modes of settlement. 

Mr. Day made a strong plea for life 
underwriters’ associations, asking that 
all good agents join them. He told how 
in other businesses and _ professions 
there are large and representative mem- 
berships. However, something more 
than mere signing of an application for 
membership is necessary in life insur- 
ance. There should be active work 
done, aS one should be a member spiri- 
tually as well as physically. 

“Help make the association a power 
in the civic and insurance community,” 
he said. 

NEW AGENCY CLIMBS 
Guardian Life Lists Month-Old Kurz- 
weil-Landau Organization 
Among Leaders 
Charles Kurzweil and L. D. Landau 
signalized the completion of the first 
month of their partnership in the Kurz- 
weil-Landau agency of the Guardian 
Life with a production that placed this 
new agency well up on the list of the 
company’s leading agencies for the 
month. Mr, Landau personally sub- 
mitted over $100,000 of new business 
during his first month with the Guar- 

dian. 

This agency, which has its headquar- 
ters in the Loew Building, is in the 
midst of an active campaign for busi- 
ness for the rest of the year, which will 
culminate in an agency meeting at At- 
lantic City on December 30, 31 and Jan- 
uary 1. Messrs. Kurzweil and Landau 
have attracted some likely looking pro- 
ducers to their growing organization 
and their forthcoming agency gathering 
will include a number of new men who 
are writing a good volume of business. 





BUS LINE INSURANCE 





Austin P. Fox Said His Firm Lost Some 
Business to Sinnott & Canty 
for Political Reasons 





Insurance men have been interested 
in stories printed in daily newspapers 
about insurance agents and brokers who 
have been handling the Mayor Hylan 
bus line insurance. Most of the busi- 
ness is handled by Sinnott & Canty, in 
which firm Mayor Hylan’s _ son-in- 
law is a member. Austin P. Fox, an 
insurance broker, said his firm had 
handled some of the business, but lost 
it “through intimidation of bus drivers.” 
The New York “Herald” printed a cou- 
ple of columns about the bus line insur- 
ance. 





HOWARD J. BURRIDGE HERE 

Howard J. Burridge, of the “National 
Underwriter,” Chicago, and one of the 
cleverest men in the insurance news- 
paper business, is a visitor. With him 
is Mrs. Burridge. 





“Win Hearts,” said Lord Burleigh to 
Queen Elizabeth, “and you have all 
men’s respect and purses.” 








Agency Service 


The 


methods affords every opportunity to its representa- 


Mutual Benefit 


through its educational 


tives to so fit themselves that they may be competent 
to give sound advice to their clients along Life Insur- 


ance lines. 


The Mutual Benefit Life 


Insurance Company 
Newark, N. J. Organized 1845 




















1846 1922 

THE CONNECTICUT MUTUAL 

LIFE INSURANCE COMPANY 
Hartford 


The First Life Insurance 
Company chartered by the State 
of 
CONNECTICUT 

















Are You of General Agency Calibre? 


The Franklin Life Insurance Company offers you every- 
thing desirable for building up a profitable General Agency. 


Plenty of unoccupied territory. 


Plain, understandable policy contracts on the Guaranteed 
Low Cost plan, free from trouble-making frills. 


Liberal commissions, both first year and renewal. 


A Company with an enviable reputation for square deal- 
ing with policyholders and agents. 


For particulars write to 


The Franklin Life Insurance Company 


Springfield, Illinois 
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Half of Business 
From Newer Offices 


STATE’S 
Lawrence Sums Up Results; Newark 
Second; Tells Why Accident and 

‘ Group Were Entered 











MISSOURI OCTOBER 





Vice-President T. F. Lawrence, of the 
Missouri State Life, in an address be- 
fore the St. Louis agency of the com- 
pany, discusses the unusual develop- 
ment in the agency work of the Mis- 
souri State Life during the last sixty 
days. He brought out that nearly 50% 
of the business written in October came 
from the branch offices and general 
agencies established in large cities with- 
in the last two years. Several of ‘the 
largest branch offices have been estab- 
lished less than six months. 


The volume of business for October 
was between $14,000,000 and $15,000,000. 
Some of the records follow: Newark, 
$1,309,841; Chicago, $801,740; Detroit, 
$703,100; Pittsburgh, $616,000; Philadel- 
phia, $309,700; Cincinnati, $282,000. The 
St. Louis ageney’s record for October is 
practically $2,000,000. 

October was group insurance month, 
and some splendid results in group were 
obtained. Thomas J. Farris, of the St. 
Louis agency, produced one group of 
over $600,000 of business. 

In telling why the company entered 
group and accident business, Mr. 
Thomas said: 

“When we first entered the group and 
accident business we were actuated not 
only by the fact that we felt both those 
lines were valuable for themselves to 
the company—expecting to build them 
to importance equal to that of the regu- 
lar life business, but we felt that they 
would benefit the agents in giving them 
additional direct opportunities to in- 
crease their income and also for the 
indirect benefits they would give the 
agents in increasing their life produc- 
tion. The company designated Novem- 
ber as accident insurance month.” 





33 CASES IN ONE MONTH 

Joseph Abrahams, of the Equitable 
Life Assurance Society, New York, 
made another phenomenal record last 
month. by paying for thirty-three cases 
totaling $586,752, premiums $17,977.07, 
an average of more than one case, and 
about $20,000 of insurance, for each day 
of the month. 











Southwestern Life Insurance Co. 


Home Office, DALLAS, TEXAS 
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N. Y. U. Course Opens 
With Over-Enrollment 


LIMIT OF 





SIXTY-SEVEN SET 





James E. Bragg and N. L. Hoopingar- 
ner Assisting Director Griffin M. 
Lovelace; Latter a Psychologist 





New York University’s Life Insurance 
Training Course opened in October with 
an over-enrollment. The number of 
students is limited to sixty-seven in 
each of the three terms of the year, 
and a number of applicants were 
obliged to wait until the winter term, 
which starts the first week in January. 

Griffin M. Lovelace is director of the 
course. Other members of the faculty 
are James BE. Bragg, instructor in life 
insurance, and N. L. Hoopingarner, in- 
structor in the psychology of selling 
life insurance. Mr. Bragg is & life in- 
surance salesman, a graduate of the 
Carnegie Tech Course, and is secretary 
of the New York Life Underwriters 
Association, Last summer he was one 
of the instructors in the summer school 
in life insurance salesmanship at Okla- 
homa University. Mr. Hoopingarner 
has had a much. wider experience in 
teaching business men than most psy- 
chologists. He was formerly at Car- 
negie Tech, and has been giving courses 
in business psychology at New York 
University. 

Mr. Lovelace has organized the New 
York University course along lines 
similar to those followed when he was 
at Carnegie Tech. However, certain 
changes have been made in the sched- 
ule so as to afford much more time for 
actual selling, which is, indeed, the real 
object of the course. 





$2,700 ANNUAL PREMIUM 

In September Miss Elizabeth M. Fos- 
ter, of the John Hancock, at Manches- 
ter, N. H., secured an application on 
which the annual premium is $2,700, 
the policy being in the form of a $25,000 
ten-year endowment. 

Miss Foster’s success will be of es- 
pecial interest to women agents. The 
fact that she has only been connected 
with the company for a year entitles 
her to much credit and she has our con- 
gratulations as well as our best wishes 
for the future. 




















to develop and hold theif business. 





Incorporated 185 
BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
W. D. WYMAN, President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 


Has always extended reasonable assistance and encouragement to its representatives 


Has always rendered the highest grade of service to its policyholders. 
WINFIELD S. WELD, Supt. of Agencies 








ON WHOLESALE BASIS 





Travelers Cites What George W. 
Schmitz, of Antigo, Wis., Did 
With Four Policies 





In urging its representatives to write 
life insurance on a wholesale basis 
either under group policies or plans 
similar to group for employers without 
enough workers to qualify under the 
law for group insurance, the Travelers 
cites the case of George W. Schmitz, of 
Antigo, Wis. He closed four small 
wholesale cases in December last year, 
and since then has succeeded in getting 
four individual life policies for a total 
of $20,000 and one accident policy from 
the employees of one concern and eight 
individual life policies for $23,000, two 
accident and one automobile policy from 
the employees of another. 

It is also pointed out that, while the 
writing of group insurance is not a sea- 
sonal undertaking, still the records of 
the past few years show that December 
issues lead the average for other months 
in the proportion of about four to, one. 

In the few short years since the first 
group policy of life insurance was writ- 
ten the Travelers alone has paid 13,000 
death claims, with an average amount 
per claim of $950 to $1,000. It has also 
paid 450 permanent total disability 
claims under group certificates. 





TRAVELERS TOWER SERVES 

Election signals were flashed over the 
city of Hartford by the gre&t 2,500,000 
candle power searchlight in the Travel- 
ers tower last Tuesday evening. Aside 
from serving to satisfy the people of 
Hartford by giving out early returns, 
the fact that the Travelers acted as a 


medium through which “The Daily Cour- 


ant” flashed its news returns was ex- 
cellent insurance publicity. 


PROMOTE V. P. WHITSITT 
Made Assistant Secretary of Associa- 
tion of Life Insurance Presidents; 
on Staff Since 1920 








Vincent P. Whitsitt has been appoint- 
ed an assistant secretary of the Asso- 
ciation of Life Insurance Presidents. 
He has been a member of the associa- 
tion’s staff since August, 1920. For the 
first year of his employment Mr. Whit- 
sitt was connected with the statistical 
department and since then with the 
legal department. He was born at 
Salem, Ind., in 1891, and was educated 
at De Pauw University and Columbia 
Law School, being admitted to the New 
York Bar in 1920. He entered the U. S. 
Army in 1917, serving successively as 
private, first lieutenant and captain. 
For six months he was in charge of an 
aerial Gunnery School near Houston, 


Tex., being discharged from the army 
in 1919, 





JANUARY CONVENTION 

The joint annual meeting of the 
Green Signal Club of the Illinois Life, 
and the $100,000 Club of that company 
will be held at the home office on 
January 11, 12 and 13. A large as- 
sembly room has been provided in the 
new home office building of the com- 
pany for the members of the two clubs 
to assemble in convention. 





15TH ANNIVERSARY 

The Puritan Life is sending out an 
attractive calendar in commemoration 
of its fifteenth anniversary. 

A number of managers and expert- 
enced agents as well as novices are 
taking the educational course of the 
Guardian Life. 














New Disability Clause 


Two years ago this Company devised a Disability pro- 
vision which was far in advance of any that had been previ- 
ously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 
| Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be increased 50%. 

When total and permanent disability has lasted ten 
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Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


(Pennsylvania) 

Provident Endowments protect against the Economic Loss caused 
by the Termination of an insured’s Producing Power through Death or 
Old Age. The new Disability Clause adds protection when the Produc- 
ing Power is terminated prematurely through Total and Permanent 
Disability. 

Endowments in the Provident mature on the average approximately 
at 65. Between 25 and 65 the expectation is that one person will be 
totally and permanently disabled for every six persons who will die. 

When the Disability is Total, 90 days’ continuance establishes pre- 
sumption of permanence. Without affecting other policy benefits pre- 
miums are Waived and a Disability Income commences which (the 
Disability remaining permanent) continues for life and does not cease 
when the Endowment Matures. 





Fourth and Chestnut Streets, Philadelphia, Pa. 


NESS el 








years, the original monthly payment will be increased 100%. 
Total disability that has lasted three months will be as- 
sumed to be permanent. 
Waiver of premium, of course, together with full annual 
dividends and a full annual increase in cash surrender value. 
As age increases, and the family income dwindles 
through diminishing resources, the disability income in- 
creases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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LIVE HINTS FOR BUSINESS GETTERS | 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














Huwley N. Bidwell, Cali- 


Bidwell’s fornia, comes through with 
Effective the winning bid for mem- 
Argument bership in the New Use 

Club of the Lincoln-National 
Life, this month by his sale of a Fifteen 


Year Endowment Policy to a Pasadena 
merchant. 

This merchant 
store 


has a leather goods 
and has a very large stock of 
sporting goods and kindred supplies. 
He was considering a small insurance 
policy when Mr. Bidwell presented to 
him the proposition of taking a Fifteen 
Year Endowment policy as the best 
method to reduce his large merchandise 
stock gradually and to get 
his business smaller proportions 
on an absolutely solid and safe 
basis. Mr. Bidwell pointed out that if 
tnis merchant should die there would 
be a very heavy shrinkage in the value 
of his goods and in the assets left for 
his wife to handle. She would realize 
put a very small percentage of the value 
of that merchandise as represented by 


into cash 
into 
gure, 


vears of effort on the part of the mer- 
chant, 
By taking out an ample endowment 


policy Mr. Bidwell showed the merchant 
that he could gradually work his stock 
into cash, which, if he lives, he can 
enjoy with his wife at the termination 
of the endowment contract, and to make 
it more attractive Mr. Bidwell showed 
how the endowment could be paid as 
an annuity to the merchant and his wife 
in their old age. 

Competition ended the minute Mr. 
Bidwell got on the job with his definite 
plan for the merchant, and his ingenuity 
elects him as the fifth member of the 
New Use Club. 

* + a 


A local manufacturer 
in a certain large city 
was politely but firmly 
refused an additional 
loan last month by his 
banker because he had borrowed al- 
ready the full amount that the banker 
thought he should have, says the New 
York Life. Even the fact that the 
manufacturer had sold his product at a 
big profit failed to get the accommoda- 
tion. All the ordinary arguments were 
used without avail. Finally the appli- 
cant mentioned in a casual way that 
he had just bought a policy for $10,000 
life insurance. The words acted like 
magic, the banker’s whole attitude in- 
stantly changed, and in a few minutes 
the request was granted, the policy be- 
ing assigned to the bank. 

This real experience is typical. Busi- 
ness men everywhere are finding the 
worth that life insurance “collateral” 
has in the eyes of the up-to-date banker. 

Here is another illustration: One of 
the New York Life’s western agents 
was lunching last week with two 
friends, a contractor and a banker. The 
conversation turned on life insurance, 
and the agent told the contractor that 
he thought $10,000 insurance ought to 
be added to his line on account of the 
impending expansion of his business 
through the coming of better times. 
The contractor demurred, and the agent 
came back with one brief remark: “If 
this policy does nothing else, it will in- 
crease your credit with your bank, and 
you are likely to need big financial 
assistance very shortly.” The banker 
at the table joined the conversation at 
this point with the brief but significant 
remark: ‘What our friend states is 
absolutely true.” Nothing else was said, 
but the ultimate effect was satisfactory 
to the agent! 


Life Insurance 
Increases 
Bank Credits 


~ 


Here is a plan suggest- 


Getting ed by George A. Rath. 
Prospect bun, of Los Angeles, 
Off His Guard Equitable Life Assur- 
ance Society. Some- 


times I spread my papers about on the 
prospect’s table while I am developing 
my canvass. After I have made my 
appeal, if he does not seem to be coming 
my way, I gather up my papers, put 
them in my wallet, put my wallet in 
my pocket, and prepare to leave. The 
result is that the prospect will relax, 
for he will conclude that the interview 
is at an end. At that point I say some- 
thing like this: “I have given you 
good 1easons for taking this policy. You 
have agreed with me on many points. 
But I have failed to convince you. Will 
you please tell me, for my guidance in 
conducting my business in future, just 
why I have not convinced you—just 
what has influenced your mind against 
taking this insurance?” 

Then the prospect, thinking that 1 
have given him up, will usually give 
his reason for not taking the insurance. 
And in giving me this information he 
will be very likely to reveal weak spots 
in his understanding of the situation. 
If so, I instantly pounce upon these 
weak points, and turn them to my ad- 
vantage in closing the canvass. 

I estimate by this method T have 
closed at least fifty per cent of such 
cases before leaving. The psychology 
of this method is that a man will be 
off his guard, and will open the door 
if he thinks he has worsted you. Then 
he will tell you frankly what he has 
carefully concealed up to that time. 
Then you will have the information 
necessary to guide you in getting him 
to follow your advice. 


” * * 


In answering the objection 
Answering “I don’t want to make my- 
an self! poor just to carry life 
Objection insurance,’ The Travelers 
thinks this talk will turn 
the trick. If you do not take this in- 
surance, will your family be taken care 
of as well as it is now? No. Are you 
making yourself poor then by depositing 
a small percentage of your income to 
create an estate to enable them to live 
as they do now? 

No man ever made that remark after 
his policy had accumulated a large casa 
value. He might have said, “At times 
it was difficult to raise the premium», 
but I am mighty glad I made the sacri- 
fice.” 

Di you ever hear an old man express 
regret that he had taken out life in- 
surance? 

Instead of making yourself poor, you 
are saving money, and building for 











New Insurance Paid-for, 1921 
Gain in Insurance-in-Force ~~ - 
Total Insurance-in-Force - - 











New England Mutual Life 
Insurance Company 
Boston, Massachusetts 





$82,072,020 
48,641,846 
609,415,082 





New England Agents Write Persistent Business 























STUDY THESE FIGURES 
From the MOST SUCCESSFUL YEAR of 
ACACIA MUTUAL LIFE ASSOCIATION 


New Insurance Issued............ 
Gain in Insurance in Force........ 
Insurance in Force December 31, 1921..... 


see vccdeccccsccccccs $50,124,.750.00 


A FEW ADDITIONAL FIELD MEN NEEDED 
A RARE aiaiag eg MASONS ONLY 
Send Inquiry 


WILLIAM MONTGOMERY, PRESIDENT 


Homer Building, Washington, D. C. 


-eeeee $42,448,000.00 





+ eee $101,222,295.00 


Membership December $1, 1021. ....ccccscccsccccsceess 55,148 
Assets ...... Para iataote cravelntaletavenls bcorbiate Wiel wleeieleveue elerelerorevelsie. gn NDe maT 
Increase in Assets.......660060 eile eKieverelsceiaovelavatelerevels eeeeee $1,518,954.00 
INCHEAKE IN RESELVE. ..6 odccsicsccccvesccccccescoscecewes, SEEM OsIOUO 
INnCrense IN’ BULVUIG . o.0 60.6 osicc cwes'sce SONA COT AAC OC $225,575.00 
Paid to Beneficiaries Since Organization. . ss 0icesiecceese SassGG, 460.00 








yourself a fund to meet emergencies 
later on and to finance your old age 
problems, as well as taking care of youn 
family in event of your death. 

Do you feel poor after making a de- 
posit in the savings bank? If not, why 
should you feel poor after depositing 
money with a life insurance company? 

You do not make yourself poor by 
carrying life insurance. By it you cre- 
ate an immediate estate, making your- 
self that much richer. Unlike a bank 
account, in the event of death, the 
amount payable is many times the de- 
posits. 

If it will make you poor to carry a 
reasonable amount of insurance, how 
do you expect your family to live should 
you be taken off suddenly without in- 
surance? 

My proposition 
estate. 

Life insurance is not prohibitive in 
cost. A little money used now for in- 
surance may keep your family from 
being desperately poor should your 
death occur in the next few years. 


will increase your 








WAS EQUITABLE DIRECTOR 

DeWitt Cuyler, the Philadelphia finan- 
cier, who died a few days ago, was a 
director of sixty-four corporations, in- 
cluding the Equitable Life Assurance 
Society. 





American Central Life 


Insurance Company 


INDIANAPOLIS, INDIANA 


Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 








Competition vs. Controversy 














Competition is defined by Webster as 
“The act of seeking; or endeavoring to 
gain what another is endeavoring to 
gain at the same time.” 

Controversy, by the same author is 
defined as “Debate, disputation, dis- 
agreement, wrangle, strife and some- 
times a quarrel.” 

An agent should know the merits of 
not only his own proposition but also the 
merits of the proposition of his oppo 
nent in order that he may not be im- 
posed on by an untrue statement of a 
competitor, whether made ignorantly or 
intentionally. 

Unfortunately, many agents in the 
life insurance business appear to have 
acquired the idea that in order to make 
a living out of the business, an agent 
must not only be prepared to prevent a 
competitor from reaping the fruits of 
his labor but to appropriate to his own 
advantage and cash account, the benefit 
of what someone else has created. 

We find such agents loaded up with 
statistics and comparisons and ever 
ready to enter a controversy regardless 
of the rights of anyone else. They 
seem ever on the alert to discover if 
possible, where an agent of another 
company has created a prospect and 
then attempt to procure the business by 
resort to anything which will discredit 
the agent or company which first inter- 
ested the prospect in insurance. 

Such tactics react unfavorably and 
the agent who indulges in them is sure 
to destroy more business than he is 
ever able to place on the books of his 
company. 

Instead of training your mind along 
lines of destruction, devote your ener- 
gies to acquiring a better knowledge of 
how to reach men and when you have 
reached them, how best to interest them 
in what you have to sell. You will suc- 
ceed better, will be more respected, 
will be happier and ought to live longer. 
—From the John Hancock “Signature.” 





A prospect asked Tom Hill, “Mr. Hill, 
how much will this insurance cost me?” 
“Will you let me have the date of your 
death, please, and I will figure it out,” 
was Tom’s reply.—Provident Notes. 
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New Questionnaire 
From Departments 


COMMITTEE 





‘ASKS FOR DATA 





Looks Into Blanks’ Changes to Care 
for Non-Cancellable Accident 
and Health 





At the May, 1922, meeting of the 
Committee on Blanks of the National 
Convention of Insurance Commission- 
ers, Grady H. Hipp, H. G. Brunnquell 
and Sherman C. Kattell, actuaries of 
the New York, Wisconsin and Connecti- 
cut Insurance Departments, respective- 
iy, were appointed a committee to look 
into the matter of necessary changes 
in the Miscellaneous Annual Statement 
Blank to take care of Non-cancellable 
Accident and Health Insurance _busi- 
ness; also, it is their intention to inves- 
tigate the matter of the proper reserve 
to be maintained on these contracts. 

In order that they may have as com- 
plete information as possible before 
making any recommendations in regard 
to this class of business, they have pre- 
pared a questionnaire for each of the 
various state insurance departments and 
one for all companies doing the non- 
cancellable business. Copies of these 
questionnaires are printed in this arti- 
cle. 

The committee hag encountered some 
difficulty in getting a complete list of 
companies writing this class of busi- 
ness. Any company doing this class of 
business not receiving a copy of this 
questionnaire, is invited to apply for 
one to the actuary of the Connecticut 
Insurance Department. 

The questionnaire to the state insur- 
ance departments follows: 

1. What is the statutory basis of re. 
serves for Accident and Health Insur- 
ance in your state? 

» 


2. (a) Have you a special statutory 
basis of reserves for Non-cancellable 
Accident and Health Insurance? 

(b) If so, will you kindly furnish this 
committee witn three copies? 

3. (a) Has your department any 
power or authority to make enforcible 
rulings with regard to reserves on Non- 
cancellable Accident and Health Insur- 
ance? 

(b) If so, give reference to the sec- 
tion of the statute under which such 
rulings can be made. 

(c) If any such rulings have been 
made, will you kindly furnish this com- 
mittee with three copies? 

4. In an effort to find a line in the 
Miscellaneous Statement blank for the 
separate entry of Non-cancellable Acci- 
dent and Health Insurance, it has been 
suggested that the present separate 
lines for Accident and Health be com- 
bined leaving a blank line in which this 
new class of business might be entered. 
What is your opinion as to this? 


does your company expect to write in 
1922? 

2. (a) Does your company give sur- 
render values under these contracts? 

(b) If so, give basis of same. 

(c) If not, does your company con- 
template doing this at some future 
time? 

3. (a) Give amount of Unearned Pre- 
mium Reserve ($........ ). Extra Re- 
PC) 3c | Ae ) carried by your com- 
pany on December 31, 1921, making total 
reserve liability of ($........ ) on non- 
cancellable business as of that date. 

(b) On what basis was this total re- 
serve computed? 

(c) What basis does your company 
propose to use for the computation of 
this total reserve as of December 31, 
1922? 

(d) What do you consider to be the 
proper reserve basis for this class of 
business? 

4. Give as concisely as possible a 
complete descriptien of your non-can- 
cellable policy form or forms touching 
especially upon benefits, elimination 
periods, and approximate amount of 
business under each plan as of October 
31, 1922. (Attach hereto a copy of your 
statement.) 

5. (a) In your opinion what is the 
present-day importance of the non-can- 
cellable contract? 

(b) What is your opinion as to the 
future of this business? 

6. We should be glad to have you 
give us any other information with 
reference to this business which you 
may think would be of value in our in- 
vestigation. (Attach hereto a copy of 
your statement.) 





WHY THERE ARE AGENTS 


The principle of life insurance ap- 
peals to a million different minds. Yes. 
But, says the New England “Pilot,” the 
application of that principle must be 
made individually and separately— 
which is a fundamental reason for there 
being any agent at all! You must 
change your presentation just to the 
extent that each man is unlike his 
neighbor. You must be able to turn 
instantly from argument to argument, 
in the appeal to motives and influences 
as varied as the whole range of human 
nature. Your imagination, because of 
the ability it gives to recognize the one 
special thought that will lead your man 
to the closing point, is absolutely vital 
to success in this business. 





CHICAGO FIELD MEN MEET 

The Life Insurance Feld Men’s Club, 
of Chicago, holds its annual meeting 
and election today at a luncheon at 
the Hamilton Club. The two lists of 
candidates for the various offices vary 
little, with H. Ware Caldwell, of the 
Edgar C. Fowler agency, at the head 
of both tickets. Discussion of a merger 
with the Life Underwriters Association 
will be taken up by the new administra- 
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Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1921: 


Riuaddguasdaes duckimdanmivestvcedendedndeatsasbetandeesseeecdeses cad genie er anenn 
III cdc cc edudcddascacesaccducnesud uo lnaasiamaadaauanatededsdedanssaanene 25,160, '.46.04 
Capital and Sunies Recccecceccsceoces oeenened bbdadeckcedunsdacdccsentendaa aiece 3,199,303.09 
SO iiccnccccndnaccetdcssucaansadadeendvdatnddutieaecaddanaeeus 714,188,461.00 
s ents to tp Wicndedcdcusdtcanatdededdadenusccdtececoeadedcedaeace 1,897 435.45 

Payments to Policyholderg gince Organization...................se00. $27,720,708.42 


JOHN G. WALKER, President 




















LIFE INSURANCE 


TO 
COVER | 
THE 


UNFORESEEN 


CONTINGENCIES 





Sigourney Mellor 
and Company 


NEW YORK 
21 East 40th Street 


PHILADELPHIA 
630 Widener Building 




















ILLINOISLIFEINSURANCEC 
omni 


GREATEST 
ILLINOIS 


COM PANY 





HOME LIFE 


INSURANCE CO. 
NEW YORK 


WM. A. MARSHALL, 
President 





The 62nd Annual Report shows: 

ee received during the 

Ph id 192) s Peliggheia eeccecce a 
‘ayments to Policyholder 
thelr sf, Bailey in ‘Death 
Claims, maeneiannete Dividends, 


WOE 064s ccaeacandnantadeneadetiaxs 4,744,¥e 





required to maintain the reserve 
Actual mortality experience 53. 
; of the oneant sapeates. 
naurance In Force...........++..$223,116, 
Admitted Assets ...... evecececcce wrt 


For ayency apply to 
GEORGE W. MURRAY, 


Superintendent of Agents 
256 Broadway New Yerk 














Build Your Own Business 
under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 

Disability Benefits, 

Reducing Premiums 
See the new low Rates 








secccccecsccccccs 3,12) 367 
1,964,050 













































































r Questions Asked Companies tion. JOHN F. ROCHE, Vice-Pres't 
3 , 
: The questions asked the companies 
ry ‘ 
if follow: C. H. BOLEN’S NEW POST WANTS GOOD MEN THE MANHAT TAN LIFE 
Tr The meaning of *Non-Cancellable” as Carl H. Bolen, of Williamsport, Pa., INSURANCE COMPANY 
d use 1d in this questionnaire may be de- has been appointed agency supervisor AND 
y fined as guaranteed renewable to some of the Newark agency of the Connecti- WILL PAY THEM WELL 66 BROADWAY NEW YORK 
it limiting age as 60, and non-cancellable cyt Mutual Life. Mr. Bolen is an ener- Organized 1850 
r- during term for which policy is written. etic worker and through training and 
1. (a) What is the total amount of experience is well qualified for his new 
id premiums which your company had in duties. =e 
ae) force October 31, 1922, on this class of 
is business? r 
is (b) What amount of new premiums “The world listens to the man who 1 — Zz eM il 
did your company write in 1921? knows,” said Henry S. Baker, of the M Th / Mil > can 
1g (c) What amount of new premiums Philadelphia agency of the Mutual Life. ore an 1 4 lion Policies Now In Force 
2 Only four other life insurance companies in America have more policy contracts 
x ° " " , im force than this Company. A study of the following growth in ten years is invited: 
e 
: The Columbian National Life Insurance Company dete eicscreenernennnrennen aie Taian “Salida 
c- Policies $B FETED cccccccses Sddeasvecercsecese 1,1 613,615 1,294,394 
d, Boston, Massachusetts AMGUTANCE IR VOTER. csccccrcccncccccevecsese $49,245,028 $89,596,833 $265,197,626 
r. ARTHUR E. CHILDS, President Attractive opportunities open to agents in Ohio, Indiana, Kentucky, West Virginia, 
E Issues the best forms of policies of Pennsylvania, Michigan, Illinois, Missouri. 
Life, Accident and Health Insurance 
~ Our Complete Protection Combination THE WESTERN AND SOUTHERN LIFE INS. CO. 
Ir is the ideal form of insurance coverage aioe ? Organised Vobruary 23, 1008 ; 
4 we ren 
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Makes Study Of 
Leading Producers 


WHAT LENA CASEY DIAGNOSED 








Production Grows With Attained Age 
Until Age 45; Ordinary Whole 
Life Most Popular 





Miss Lena BE. Casey, secretary of 
Philip Burnet, president of the Conti- 
nental Life, has made a study of ninety- 
five leading personal producers of dif- 
ferent life companies, based on names 
taken from an issue of “The Insurance 
Salesman,” and makes an interesting 
summary, reading in part: 

1. That production increases with at- 
tained age until about age 45, then 
decreases until age 50, rises again 
until age 55, and thereafter declines 
steadily. 

2. That production increases’ with 
length of experience in the work. 

3. That production increases with the 
degree of education, college men pro- 
ducing better than high school men, 
and high school men better than 
those with only a common school 
education. 

4. That previous selling experience has 
little or no effect on production ex- 
cept, perhaps, in the early years of 
experience. 

5. That business and professional men 
are the best class of prospects. 

6. That Ordinary Whole Life is the 
most popular form of insurance, but 
with Twenty Payment Life running a 
close second. 

I. Age 

Seventy-nine men were included in 
the comparison, and were classified ac- 
cording to “central ages” 15, 20, 25, 30, 
35, 40, 45, 50, 55, 60 and 65. This means 
that under age 20 were included all rep- 
resentatives whose ages fell within 18 
to 22 years, all whose ages fell within 
23 to 27 years were included under age 
25, etc. 

Age 55 is the point at which produc- 
tion begins definitely to fall off, and an 
increase is to be expected until this age 
is reached, except for a temporary drop 
during the five years from 465 to 50. 

Age 50 is the high point in production 
according to age at entry, while age 45 
is third in production, so that men en- 
tering the business at these ages seem 
to stand fully as good a chance to suc- 
ceed as younger men, and perhaps even 
better. 

Il. Experience 

The same number of men were in- 
cluded in this comparison as in the pre- 
ceding one, and the results brought out 
were as follows: 


Experience and Production 
Percentage Average 


of Men Production 
Length of in Group Per Man 
experience % lo 
1 to 5 years..... 35 92 


6 to 15 years... 43 97 
Over 15 years.. 22 118 
One is impressed at once with the 
fact that increasing experience in the 
work does seem to have quite an im- 
portant effect upon production, for the 
above figures show that production in- 
creases steadily with length of experi- 

ence. 

Only two of the men showed an ex- 
perience of less than two years, sug- 
gesting that as a general thing, at least 


‘two years’ experience in the work is 


required before a man takes the leader- 
ship in his own company. 


Ill. Age and Experience 


Because of the likelihood of there be- 
ing some confusion by treating the fac- 
tors of age and experience separately, 
on account of the facts that the older 
the producer the longer is likely to have 
been his experience in the business, 
and, conversely, that the longer his ex- 
perience the greater is likely to be his 
attained age, a comparison was made, 
in an effort to ascertain what relation 
the factors of age and experience bear 
to each other as compared with produc- 
tion. 

It would seem that experience in the 
work has much greater effect upon pro- 
duction than the factor of age, for it 
will be noted that in almost every case 
production increases with experience, 
while it is only during the first five 
years that production increases with 
age, suggesting that production will be 
greater during the first five years for a 
man who enters the business at, say, 
50 years of age than for one who enters 
at 35, but that after that period they 
will average about the same production, 
according to the length of their experi- 
ence in the work. 


IV. Education 

Seventy-three men were included in 
this comparison, of whom 48% were 
college men, 34% high school men, and 
18% common school men. 

In the first place, the large number 
of college men on the list suggests that 
this class has the advantage over others 
in becoming leaders in the different 
companies. 

Then, the figures on production show 
that the college group leads in that 
field, their average being 38% better 
than that of the high school men and 
121% better than the common school 
men, while the high school group aver- 
aged 61% better than the common 
school men. So that it seems actually 
to be a fact that the higher the educa- 
tion the better will be production. 

This conclusion is strengthened by 
the further fact that of the three groups 
the college men averaged the shortest 
time in the work—nine years—the high 
school men averaging eleven, and the 
common school group twelve years. 

It does not follow, however, from 
what has been said that education has 
actually been the cause of the increased 
production. It is entirely possible that 
the differences in education are merely 
an indication of differences in funda- 
mental intelligence. Nevertheless, as a 


practical matter, the fact remains that 
the higher the education the greater is 
the production. 
V. Previous Selling Experience 
Previous seliing experience does not 


‘seem to have any bearing on produc- 


tion. It may be of some help during the 
representative’s first year, but this 
study can throw but little light on that 
question since almost all of the men 
had been in the work for at least two 
years. There were only two represen- 
tatives who had had a life insurance ex- 
perience of less than two years, and 
these two had both had experience in 
selling before entering life insurance 
work; no doubt they found their former 
experience of some assistance in help- 
ing them to become leaders after such 
a short period in the business. 

The foregoing figures would seem to 
indicate that men with no previous sell- 
ing experience have the advantage over 
men with such experience, but the 
larger production of the men with no 
previous experience in selling may be 
due to the fact that as a group they 
averaged a longer time in the work. 

Vi. Classes Mostly Written 

Replies to the query as to the “classes 
mostly written,’ with one exception, 
can be thrown into the three following 
classifications. The exception is that 
of “mechanics,” which was the reply 
given by one representative; because 
the production for this one case was so 
small as compared with the great ma- 
jority, it was thought a truer result 
would be obtained by leaving it out 
altogether. 

Under Crude Averages are given the 
percentage of actual replies. Of course, 
in some instances more than one class 
was given by the representative, as 
“Business Men and Farmers;” such a 
case would be counted both under “Busi- 
ness and, Professional Men” and under 
“Farmers.” 

Under Weighted Averages are given 
the replies weighted according to pro- 
duction of the different representatives. 


Crude Weighted 

Averages Averages 
Business and % % 
Professional Men 63 115 
PUPIMOTE . 2... 6.600 30 69 
All CIOBEGOB. ..56:06.0 e 99 


From the above it would seem that 
the leading producers for 1921 recog- 
nized and took advantage of the fact 
that business and professional men, 28 
a class, present the greatest opportuniiy 
for life insurance. 

A comparison of those who for the 
most part concentrated on some special 
class as compared with those who wrote 
all classes indiscriminately, resulted as 


follows: 
Crude Weighted 
Averages Averages 
% lo 
Some Special Class 93 100 
No Special Class... 7 99 


While production in both cases aver- 
ages about the same, yet the very larg2 
number of men who evidently exerted 
most of their efforts on some certain 


class of people suggests that the great 
majority found intensive work of this 
kind to bring the best results 


Vil. Policy Forms Mostly Written 

The following figures as to “policy 
forms mostly written” were obtained in 
the same way as were those for “classes 
mostly written”: 


Crude Weighted 
Averages Averages 
Kind of Policy lo % 
Ordinary Whole Life.. 42 100 
Limited Payment Life 
(Mainly 20 Pay).... 35 93 
Endowment (Mainly 
LORS TORM) « «+62 0% 16 1038 
Special Forms (includ- 
ing Monthly Income, 
Installment, ete.).... 6 77 
BU POURS 6 obcn ss dap os 1 435 


Ordinary Whole Life seems to have 
been the most popular form of policy, 
with Limited Payment Life (and this 
was mainly 20 Pay Life) a close second. 


SALTZSTEIN FAMILY PARTY 


A. L. Saltzstein, of Milwaukee, re- 
cently celebrated his twenty-second an- 
niversary as general agent of the New 
England Mutual for Wisconsin by a fam- 
ily party at his agency. Forty-five were 
present, including Assistant Secretary 
Flood and Dr. Hazard. The day was 
given to social intercourse at the splen- 
didly equipped agency offices. At 4 
o’clock automobiles were taken for Na- 
shotah where, at the Red Circle Inn, a 
dinner was served. Jerome C. Saltz- 
stein made a witty toastmaster, and, in 
response to his invitation, brief replies 
keyed to the spirit of the occasion were 
made by the two home office visitors. 
The evening was spent in dancing. It 
was a real family-party—the men (21 
agents were present) with their wives 
and sweethearts, the young ladies in 
the office, and last, but not least, the 
general agent and Mrs. Saltzstein and 
all his family, except the youngest son 
who is still in college, made a group in 
which business interests joined good 
fellowship with good cheer. 





MUST LEARN THE ROPES 

The young man who enters the. busi- 
ness of life insuranee chock-full of en- 
thusiasm, soon discovers that he must 
“learn the ropes,’ as in every other 
business, before he can be steadily suc- 
cessful; that even as one swallow does 
not make a summer, a few easy-coming 
applications do not assure a continuous 
flow, says “Points.” And then, perhaps, 
he begins to worry and to question 
whether or not he has made a mistake. 
He has not made a mistake. All he 
needs is to recognize that he must go 
through the “sweating out’ process, as 
almost every man in every kind of work 
is compelled to do, before he can _ be- 
come competent. When he realizes 
that this is the law, and that men no 
better endowed than he are winning 
out by observing it. he is on the straight 
way to his goal. He will have discarded 
worry and given elbow room to common 
sense. 





— 
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Incorporated in 1862 in the Commonwealth of Massachusetts 








Named JOHN HANCOCK in honor of the first Governor of Massa- 
chusetts, and first signer of the Declaration of Independence. 


In 60 years it has grown to be the largest fiduciary institution in 


New England. 


Policies made secure by reserves maintained on the highest stand- 
ard with an adequate Contingent Fund providing protection against all 
emergencies. Total Assets, $239,693,000; Policyholders’ Reserves and 
all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 

Policy contracts include all equities and options. 

Business done through agents. Information and advice on any 
matter relating to life insurance are available at any time through the 
Agencies or Home Office of this Company. 





LiFe INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 








MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Incorporated 1851 


MUTUAL 


Springfield, Massachusctts 





A company which throughout the seventy years of its history 
has ever enjoyed—because of its square dealing toward all 
and its long record of low net cost—the good will of its 
policyholders, the confidence and esteem of the insuring 
public, and the loyalty of its representatives. 





JOSEPH C. BEHAN, Superintendent of Agencies 
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Life Medical Directors 
Hold Annual Conclave 


PROMINENT 





DOCTORS SPEAK 





Tuberculosis and Heart Diseases Are 
Discussed By Eminent Physicians 
at Third Annual Meeting 


About one hundred and twenty-five 
eminent physicians gathered in the ban- 
quet room at the home office of the 
New York Life on Thursday and Friday 
of last week. It was the third annual 
meeting of the Association of Life In- 
surance Medical Directors and _ these 
physicians were the heads of the medi- 
cal departments of the prominent life 
companies of the United States and 
Canada, 

The first session opened with the an- 
nual address of the president of the 
association, Dr. Thomas T. McMahon, 
medical director of the Manufacturers 
Life of Toronto. Dr. MecMahon’s ad- 
dress was followed by that of Dr. Bran- 
dreth Symonds, medical director of the 
Mutual Life of New York, who had as 
his topic, “The Blood Pressure of 
Healthy Men.” The address was illus- 
trated with charts, graphs, ete. 

Dr. John Ferguson, medical director 
of the Excelsior Life of Toronto, then 
discussed “Epilepsy in Relation to Life 
Insurance.” 





Progress in Fighting “White Plague” 

The afternoon session was opened by 
an address by Dr. W. W. Beckett, vice- 
president and medical director of the 
Pacific Mutual Life of Los Angeles, who 
spoke on “Tuberculosis in Its Relations 
to Life Insurance,” in which he gave 
facts and figures showing the great pro- 
gress that has been made in the past 
few years against the spread of the 
“Great White Plague.” This was fol- 
lowed by an interesting exhibit of X-ray 
photographs of diseased hearts, lungs 
and other vital organs of the human 
body as illustrating the part that the 
X-ray plays in examinations in life in- 
surance. A talk on this subject was 
given by Dr. Kennon Dunham, of Cin- 
cinnati, who had been invited to attend 
the conference by special request of the 
association. 

The next subject to be treated, ‘‘Mor- 
tality Study of Impaired Lives,” was 
divided into two parts. The first, in- 
flammatory rheumatism, was covered in 
an address by Dr. Oscar H. Rogers, chief 
medical director of the New York Life, 
and the second, tuberculosis of lungs 
and blood spitting, in a short talk by 
Arthur Hunter, chief actuary of the 
same company. 

“A Study of the Experience of the 
Equitable Life Assurance Society in 
Cases of Mitra) Regurgitation With or 
Without Hypertrophy,” was treated by 
Dr. T. H. Rockwell, medical director of 
the New England Mutual Life of Bos- 
ton. This address ended the first day’s 
session. 

New Officers Elected 

Friday morning’s session started with 
the annual election of officers. There 
were no contests for the various posi- 
tions, the majority of them being filled 
by the order of progression. 

Dr. Frank L. Grosvenor, medical 
director of the Travelers, who had 
served as first vice-president of the 
association during the past year, was 
elected president. Dr. William R. Ward, 
medical director of the Mutual Benefit 
of Newark, the second vice-president, 
was elected first vice-president. The 
vacancy of second vice-president was 
filled by Dr. Chester F. S. Whitney, 
medical director of the Home Life, who 
previously had not held any office. 

Dr. Charles G. Christernon, medical 
director of the Metropolitan Life, and 
Dr. Robert M. Daley, editor of “Proceed- 
ings” of the Equitable Life, were re 
elected vice-presidents. Dr. Angier B. 
Hobbs, medical director of the New 


York Life, continues as secretary of the 
association. 

Following the election of officers, Dr. 
H. M. Frost of the New England Mu- 
tual, gave a “Demonstration of a Sug- 
gestive Method of Testing Cardiac 
Resiliency.” This was preceded by 
introductory remarks by Dr. E. W. 
Dwight, medical director of the same 
company. 

The afternoon session started with a 
report of the committee of actuaries and 
medical directors which has been work- 
ing in Toronto during the past two 
years, which was presented by Dr. H. 
Crawford Secaddin, medical director, 
and Dr. George S. Strathy, assistant 
medical director, of the Canada Life of 
Toronto. Dr. J. W. Fisher, medical 
director of the Northwestern Life of 
Milwaukee, then presented an addi- 
tional report on the mortality of high 
systolic blood pressure. 

The remainder of the closing session 
of the convention was occupied by ad- 
dresses delivered by Dr. William G. Ex- 
ton, medical director of the Prudential 
Life, on “A Simpler Rapid Test for 
Albumen,” and by Dr. H. Wiriman Cook, 
vice-president and medical director of 
the Northwestern Mutual of Milwaukee, 
on “A Visual Albuminena Guide.” 





LINCOLN’S DETECTIVE AGENCY 





Peculiar Claim Taxes Ability of Claim 
Department Enough to Warrant 
Name 





A man in the Southwest applied for 
a large policy, which was issued in due 
time. A little later he asked for an- 
other as a Christmas present for his 
wife. This policy was also issued with- 
out question because of his standing, 
but when the application for a third 
policy of a large size to cover business 
indebtedness was received the company 
made a thorough investigation. The 
report of his death and the inspection 
report arrived on the same day. 

He had been shot through the chest, 
apparently by the accidental pressure 
of the neck of a medicine bottle against 
the trigger of a revolver in his overcoat 
pocket. Was it accident or suicide? 
Such cases as this have led to the 
practice of calling the claim depart- 
ment a detective agency, according to 
“Life With the Lincoln,” the company 
publication. 





ILLINOIS CONVENTION 

The Illinois Association of Insurance 
Agents convention will be held at 
Springfield on November 16 and 17. 
There will be a “heart to heart talk” 
with Superintendent Houston, of the 
Illinois Insurance Department. 

Other addresses will be delivered as 
follows: “Agent to Manager,” by 
Harry C. Casper, assistant manager of 
the Westchester Fire; “Fire Prevention 

What the Agent Can Do to Help,” by 
Richard E. Vernon, manager, fire pre- 
vention department, Western Actuarial 
Bureau, Chicago; “Fraternity of Insur- 
ance.” by George B. Stodden, president 
Franklin Life: “Advertising from the 
Standard of the Agent,’ by Leroy A. 
King. Chicago; “Trade and Commerce,” 
by William E, Murphy, director of De- 
partment of Trade and Commerce, 
Springfield; “Explosion, Riot and Strike 
Insurance,” by Walter L. Maillot, assis- 
tant manager, Phoenix Insurance; 
“Bank Agencies,” by J. C. Robertson, 
Harrisburg; and “Farm Insurance,” by 
Karl Keck, Fairbury. 

The only woman on the program is 
Miss Edith I. "Goodspeed, of Joliet, who 
will deliver her report as chairman of 
the fire prevention committee. 


FARNSWORTH LEAVES LINCOLN 

M. ®. Farnsworth, personnel manager 
of the Lincoln National, has left that 
company to become associated with the 
Acacia Mutual, of Washington, in the 
same capacity. He is succeeded as per- 
sonnel manager in the Lincoln by Ivan 
Hitchcock who has been connected with 
this department of the company for two 
years, 





rotection 
and 


Service 


for Aj] 


“—T0 PAY THE MAN WHO SWEATS THE BLOOD” 


“I have just read an article in the August 31 
edition of. the National Underwriter Life Edition 
which fully defines your official position and 
attitude of broader service. 

“You have certainly justified the practice of 
your Company in having made public the fact 
that you are open for all such desirable business 
as the representatives of other kindred compa- 
nies and brokers have to offer the Missouri 
State Life. 

“While yet only thirty-eight years on earth 
and fifteen years of that period spent in the Life 
Insurance business—it does my soul good to have 
lived long enough to know beyond doubt that the 
next year or two will force the self styled ‘Simon 
Pures’ to pay the man who sweats the blood to 
produce the business both first year’s and subse- 
quent years’ commissions as you have pointed 
out on a non-forfeitable basis. 

“T sincerely admire your position that the Life 
Company which skims the cream of physical fit- 
ness and brags of its low mortality renders a 
contemptible service which is a product of 
miserly souls and the field men of this great 
business have come to so regard it. 

“In all of this you have my admiration in a 
very big way because you are blazing trails of 
service to hundreds of thousands of insurers and 
insurants—all of which will become acceptable 
to and practiced by all reputable Life Companies 
in the near future years—just like the much 
hooted disability and double indemnity henefits 
which are now issued and eulogized by all Life 
Companies today.” 











—Copy of a letter received by an Officer of thig Company from a large personal 
producer of another Company. 

In our preceding advertisement in this paper, we published the copy of a typical 
letter received from a leading General Agent of another Comnany regarding our yn 
Plan of handling surplus business, standard and substandard, from Agents of other 
Companies. 

The letter above expresses the viewpoint of the man in the field who struggles 
day after day to get the business—the expressions recrived from the Fieldmen more 
forcibly impress the justice and fairness of our plan tham any arguments we might 
advance. 

Under our New Plan, we extend to the Insurance Agent because he is rightly 
entitled to this recognition—liberal first year commissions, guaranteed non-forfeit- 
able renewals, and the same privileges our own Agents receive, such as the rivileges 
to qualify for Club Convention trips, particularly the Pacific Coast trip next fuly. e 
have extended and liberalized our substandard coverage. 


Missouri State Life 


Insurance Company 
M. E. SINGLETON, President 


Accident 


Home Office: St. Louis 


Health Group 
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GARDNER BULKELEY 

Gardner Bulkeley is dead. 
He passed away at his home in Hart- 
ford, Conn., Monday evening of this 
week. His death the 
most prominent citizens of the state of 


MORGAN 
Morgan 


removes one of 
Connecticut, a character in the fore- 
front of the progress of Hartford, a man 
recognized as a factor in the business 
of insurance, heading a group of com- 
panies wherein it is possible to secure 


complete insurance coverage, and a na- 


tional figure through the activities of 
the Aetna Lite, the Aetna Casualty & 
Surety and the Automobile Insurance 


Company of Hartford. 

Mr. Bulkeley was 85 years old. He 
had been president of the Aetna Life 
since 1879, and president of the Aetna 
Casualty & Surety Co. and the Automo- 
bile Insurance Company of Hartford, 
since their organization in 1883 and 
1907, respectively. 

Senator Bulkeley did and dared. 
If he thought well of, a proposition he 
took the plunge. Timidity was not part 
of his composition. This explains in 
part why at eighty-five he continued at 
the head of the great Aetna Life cor- 
poration. The Aetna Life traveled far 
and brilliantly under his direction and 
he traveled right along with it. It was 
only a few weeks ago that he stopped 
going daily to the office and even then 
he regarded his illness, a cold, as an 
indisposition, going to bed only at the 
last moment. 

The entire insurance world was as 
proud of Senator Bulkeley as was the 
Aetna organization. He did much in 
public life, in finance, for his city, state 
and nation, but his real passion was 
‘for the great insurance organization 
which he and his father ran for so 
many decades. Its growth has been 
phenomenal. The variety of its inter- 
ests in part reflects the versatility of 
the president. 

In addition to being the directing 
head of the three insurance companies 
named above, Mr. Bulkeley was honored 
by the citizens of Hartford in being 
elected its Mayor in 1880 and continu- 
ing in that office until 1888. In 1889 he 
was elected Governor of the state of 
Connecticut and served in that capacity 
until 1893. In 1905 he was elected 
United States Senator from Connecticut 


and represented his state in the Senate 
until 1911. 

No matter in what enterprise he was 
engaged Morgan Gardner Bulkeley was 
always a man. He was beloved by the 
citizens of Connecticut because he pos- 
a forceful character and could 
be counted on to stand four-square. 

A man of unusual vision, Mr. Bulkeley 
did not lend his strength to building for 
the present. It was his wont to use the 
experiences of life and business in shap- 
ing the things which were to be done 
today that the force of the efforts ex- 
pended might be reflected in the accom- 
plishments of the future. His was a 
long look ahead. 

It can perhaps be said of no man that 
he was a more able counselor than Mor- 
gan Gardner Bulkeley, nor more willing 
to give of his experience that others 
might benefit thereby. The directors’ 
room of the Aetna Life Insurance Com- 
pany has been the starting point of 
many brilliant careers in the insurance 
business, the owners of which can look 
back with pride to the counsel received 
from the departed Aetna Life head. 

While some of the agility of his more 
active days had departed with the add- 
ing of years, the great mind of Mr. 
Bulkeley was soundly active to the last 
and he died as he no doubt wished—in 
harness. 


sessed 


His achievements in public life, the 
success of the fine institutions of which 
he was a directing force for so many 
years, his selection of man power neces- 
sary for the propelling of the Aetna Life 
Insurance Company, the Aetna Casualty 
& Surety Company and the Automobile 
Insurance Hartford, and 
the high esteem in which he was held 
by recipients of his benevolent thought- 
fulness, are 


Company of 


lasting monuments to Mor- 
gan Gardner Bulkeley. 


TO LIVE IN HARTFORD 

Hereafter John W. Petrie, editor of 
the “American Insurance Digest,” will 
be stationed at Hartford, where that 
paper has an office at 49 Pearl street. 
Chicago headquarters will be continued 
and the paper will be mailed from Chi- 
cago. 





HOME MAKES CHANGES 

The Home has discontinued writing 
Central American business through the 
James B. Ross office at New Orleans 
and will as from November 1 handle the 
business direct through its own repre- 
sentatives, who are now en route for 
Central America to establish agencies 
in that territory. 


JOHN A. CURRAN DEAD 

John A. Curran, cne of the partners 
of Obrion, Russell & Co., and for forty 
years a well known figure on the Street, 
died Tuesday at his home in Brookline 
of Bright’s disease. He was at his desk 
up to three weeks ago. The funeral 
took place Thursday at Forest Hill. 

C. L. Saxton & Company has taken 
the general agency for Allegheny Coun- 
ty for the London & Scottish, Ltd. Enos 
F. Woltman will direct the activities of 
this department. 





Business in the marine underwriting 
district is improving, according to state- 
ments made to The Eastern Under- 
writer in several leading offices. 





The Liberty Fire of St. Louis an- 
nounces the appointment of Albert Hall, 
Inc., as agent for Philadelphia and 
vicinity. 








Leonard V. Webb, of Firman, Webb 
& Company, general agents of the Fidel- 
ity & Deposit at Rochester, has return- 
ed to his office, after a month’s absence 
due to a breakdown caused by over- 
work. 








THE HUMAN SIDE OF INSURANCE 

















Morgan G. Bulkeley, president of the Aetna Life and Affiliated Companies, who 
died this week, was photographed a short time ago for the Hartford “Courant,” the 


picture being reproduced herewith. 


Herbert W. Griffin has been appointed 
special agent for the National Liberty 
for Maine, New Hampshire and Ver- 
mont, as of November 1, succeeding F. 
R. Kugler, resigned. Mr. Griffin was 
formerly with the Simpson & Campbell 
general agency at Portland, Maine. 
Headquarters will be maintained at 44 
Exchange street, Portland, Maine. 

om a ok 


Franklin D. Roosevelt, vice-president 
of the Fidelity & Deposit, has been 
chosen to head a new corporation to be 
known as the United States European 
Investor, Ltd., whose purpose will be to 
invest the millions of German marks 
held in this country and in Canada in 
real estate, mortgages and securities 
and other physical assets in Germany. 
The object is to secure an actual inter- 
est return on the marks held in the 
United States and Canada. 

s * 2 


A. W. Hicks, president of the New 
Jersey Association of Underwriters, the 
organization of that state of the fire 
insurance agents, was writing a bulletin 
last week for the association members. 
In discussing the incident he said: 

“While writing this bulletin I have 
been twice interrupted by specials anxi- 
ous to find berths for underwriters. One 
of them holding out to me as an added 
inducement, the privilege of writing 
anywhere in the state and these under- 
writers have good blood in them. Their 
sponsors have long been noted for 
ethical practices in the conduct of their 
business. Where are the companies 
driving us? 


V. B. Wright, formerly with J. D. Kit- 
chen & Bro., New Orleans, general 
agency of the National Liberty, has 
been appointed special agent for East 
Texas and Louisiana, with headquarters 
at 515 Chronicle Building, Houston, 
Texas, as of November 1. 


POLICY WITH EACH SUIT 
A Philadelphia clothing house adver 
tises that it furnishes with each over- 
coat sold a policy issued by the Frank- 
lin Fire, which “indemnifies the pur- 
chaser against direct loss or loss by 
theft, fire or damage.” 


DIGEST OF NEW DECISIONS 


The following digest of recent insur- 
ance decisions has been made: 


Credit Policy—-Credit insurance pre- 
mium held based on “gross” sales, and 
not those only which were insured. 


London Guarantee and Accident Co. v. 
Jacobson, 135 N. E. 122. 

False Representations An untrue 
representation made by the insured in 
his application, where the question 
eliciting such statement calls for mat- 
ters of opinion, judgment, or belief, wil 
not avoid a policy issued thereon, unless 
it is shown that the misrepresentation 
was knowingly made with intent to 
deceive. Muhlback v. [Illinois Bankers’ 
Life Ass’n, 187 N. W. 787. 

Increased Assessment—The refusal of 
a policyholder to pay an increased as- 
sessment on his policy does not forfeit 
his policy where the company had no 
authority to increase the assessment. 
Lee v. Missouri State Life Ins. Co., 238 
S. W. 858. 
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Frelinghuysen Loses 
In Tuesday Election 


DEFEATED BY GOV. EDWARDS 








George S. Silzer, Who Was Elected 
Governor, is Against Ramsay 
Rating Act 





United States Senator Joseph 8S. Fre- 
linghuysen, insurance man, who was 
running for re-election in New Jersey, 
was defeated on Tuesday by Governor 
Edwards and George S. Silzer, running 
for governor, was elected. 

“Al” Smith, former governor of New 
York, was elected governor over Nathan 
L. Miller, the present incumbent, by 
over 300,000 votes. The Republicans 
continue in control of the New York 
legislature but by a greatly reduced 
representation. 

These are the most important de- 
velopments of insurance interests in the 
elections of Tuesday. Senator Freling- 
huysen, who does not mince words and 
took positive positions on several im- 
portant issues, found arrayed against 
him a large number of voters on each 
one of the issues. On the wet and dry 
issue he took a position of supporting 
the constitution. His opponent was an 
out and out wet. Senator Frelinghuy- 
sen was against the profits tax and 
against the bonus. 

George §S. Silzer, who will be the next 
governor of New Jersey, took a position 
against the Ramsay Aet, under which 
rates are made in the state. It is gen- 
erally believed throughout the insurance 
world that the Ramsay Act is one of 
the best rating measures that has ever 
been put on the statute books and there 
has been the greatest harmony in its 
administration, both under the late 
Atlee Brown and Leon A. Watson, the 
present expert of the company. 

Mysterious “Insurance Paper” 

There is a great deal of mystery 
about the circulation throughout New 
Jersey of thousands of copies of a paper 
called the “Insurance News” which 
came out flatfootedly against Senator 
Frelinghuysen a couple of days before 
lection, 

The overwhelming defeat of the Re- 
publicans throughout the country is 
diagnosed as follows by the New York 
“Evening World”: 

“Dissatisfaction with the Harding 
Administration, the Volstead Act and 
the Tariff has been reflected all over 
the country. In those places where the 
anti-prohibition forces made an issue of 
light wines and beer, battled for a 
referendum or voted on the enforcement 
of prohibition, the Wets appear to have 
won Much of New York’s vote for 
Smith, is ascribed to the discontent due 
to the Volstead Act and the opposition 


to the Mullan-Gage law. Standing out 


Pittsburgh Dinner 
Of Federation Given 


ABOUT 750 





IN ATTENDANCE 





Former Governor Tener a_ Speaker; 
Praise for Donaldson Given; Life 
Man Toastmaster 





About 750 members of the Insurance 
Federation of Pennsylvania attended 
the annual banquet last week at the 
William Penn Hotel, Pittsburgh. The 
feature of the banquet was the cheering 
for Commissioner Donaldson when it 
was proposed by Senator Barr that Don- 
aldson be retained in office for another 
term. 

Another speaker was John K. Tener, 
former Governor. President Barr, of 
the Federation, said it was nine years 
old and had 7,000 members; is growing 
fast; was the largest of all state federa- 
tions. He paid a warm tribute to Com- 
missioner Donaldson for the help he ex- 
tended in making the Federation of real 
service to the people. Former Governor 
Tener said he was against the state 
going into the insurance business. He 
said the Federation banquet was the 
first public dinner he had attended in 
nine years. 

In addition to fire and casualty men, 
there were some life men at the ban- 
quet. In fact, the toastmaster was 
Royal S. Goldsbury, general agent of 
the Northwestern Mutual Life. His 
opening toast was, “Here’s to the ladies, 
God dress ’em—for we can’t.” 

One of the guest at the Federation 
banquet was Robert H. Williams, assis- 


tant manager of the Liverpool & Lon- 
don & Globe. 





HUB’S INSURANCE EXCHANGE 

S. W. Straus & Co., a New York in- 
vestment concern, has purchased a 
$3,000,000 issue of first mortgage 6% 
three to 15 year series bonds of the In- 
surance Exchange Corporation of Bos- 
ton. The mortgage covers the land and 
the eleven-story Insurance Exchange 
Building to be constructed on the block 
bounded by Broad, Milk, Central and 
India streets, Boston. 


in the open as opposed to prohibition 
and urging that the question be sub- 
mitted to the voters of the state, Smith 
was fought at every point by the Drys 
and won by 400,000.” 

It is generally believed that if the 
Democrats had won the assembly in 
New York it would have meant that the 
state would have taken over workmen’s 
compensation insurance. The principal 
interest now is whether or not the new 
legislature will continue the Lockwood 
Committee, which if done, will mean the 
retention of Samuel Untermyer as 
counsel. 








Capital 
ONE MILLION DOLLARS 








STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Head Office: 80 Maiden Lane, New York 
JOSEPH A. KELSEY, President 





Surplus 
ONE MILLION DOLLARS 























Pride In Company Reputation 


HE officers of the Cleveland National believe they may take pride 
in the receipt of a letter from an office to which they had written 
discontinuing a business arrangement, reading in part as follows: 


“Let me take this opportunity to state that I have observed the 
management and progress of your institution for the past few years, 
and I feel the results achieved should be most highly gratifying to those, 
who truly have the best interest of the ‘Cleveland National’ at heart. 


“During the past few years your company has decidedly built for 
character. It is a quality very hard to define, and yet it is not invisible 
to those who observe it with more than superficial study. Apparently 
the affairs of the company have been administered with that practical 
good sense, careful sound judgment and thoroughness in small things 


that'means so much and wins the approval of the better thought of 
the business. 


“You will understand from this that we have grown to hold your 
company in high regard and you will, therefore, realize that we more 
keenly regret its loss.” 


The Cleveland National 


Fire Insurance Company 
CLEVELAND, OHIO 


E. Kimball, President 


Wm. C. Doolittle, 
Guy E. Wells, Vice-President 


Asst. Sec’y-Treas. 
Archibald Kemp, Sec’y-Treas. and Managing Underwriter 
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Surplus 
Line Capacity 


OCAL AGENTS can find ample 

capacity and attentive service for 
handling their Excess Lines in our 
Surplus Line Department. 


MARSH & MCLENNAN 


Insurance Exchange 


CHICAGO 
NEW YURK DENVER SAN FRANCISCO DULUTH MONTREAL 
DETROIT LONDON MINNEAPOLIS SEATTLE WINNIPEG 


INSURANCE IN ALL ITS BRANCHES 




















CRUM & FORSTER 


GENERAL AGENTS 


110 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


New York State Fire Insurance Co., 
Albany, N. Y. 


The North River Ins. Co., N. Y. 
United States Underwriters’ Policy, N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 


Guaranty Fire Assurance Corp., 
New York 


United States Lloyds, Inc., N. Y. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 





H. JUNKER, Mgr. Pacific Coast Dept. 
San Francisco, California 


HINES BROS., Managers, Texas Department, McKinney, Texas 
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There is a chap lives in my town who 
writes a whale of a lot of insurance 
and one of the reasons for this is natu- 
rally that he works hard and intelli- 
gently, but, besides and above all this 
he is a wonderful advertiser and yet he 
spends very little money for publicity. 

Every now and then he sends every- 
body in the small town in which he lives 
a handy little telephone index or a 
printed card showing timetable changes 
or something else along similar lines, 
which is inexpensive, but the point I 
want to make is that his biggest pub- 
licity act consists in being present at 
all times whenever anything is going on. 

He is something or other in several 
organizations in the church, in the vari- 
ous clubs and lodges, and whether it is 
a Boy Seout parade or an oyster supper 
in the church vestry, he is there taking 
an active part, shaking hands with 
everybody and making himself agree- 
able. 

Always on Hand 

Let us call him Bob for short. 

Well, when anybody wants anything 
done, they ring up Bob, but most of the 
time they don’t have to ring him up— 
he beats thém to it and does it himself. 

He has got to be a veritable World’s 
Almanae for information, and if you 
want to buy an Airedale pup, purchase 
a good locking device for your automo- 
bile, find out who won the tennis cham- 
pionship in 1919 or want a man to tutor 


your son so he can get into college in 
the fall, why you just ask Bob about 
it, and if he doesn’t know, he will find 
out all the facts for you in half an hour. 

He doesn’t have to tell anybody he 
is in the insurance business. ivery- 
body knows it. And when strangers 
move into town and see Bob taking 
tickets at the hall, when the village 
improvement society gives a dramatic 
entertainment, they say, “Who is that 
good-natured looking chap with glasses, 
collecting pasteboards,”’ and everybody 
says, “Why, that’s Bob So-and-So. He’s 
in the insurance business. They say he 
made $25,000 last year. Come up and 
I'll introduce you.” 

Keeping himself in the public eye, 
unless he is a burglar, is about the most 
profitable thing that'a salesman can do, 
and it is particularly true in the insur- 
ance business where perhaps nearly 
everybody in town who owns property 
or can pass a medical examination is a 
real prospect. 

Perhaps the world doesn’t owe every- 
body a living, but if you are in the in- 
surance business, pretty nearly every- 
body in your home town may be made 
to add a contribution toward yours, pro- 
vided you “billboard” yourself on all 
occasions and do not hide away every 
evening with a book and a Briar full 
of Prince Albert. 


MCs arta _ 











Incorporated 1849 


Metropolitan Fire Agent 


C. G. Smith 
1 Liberty Street 











SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


Geo. A. Hill, Jr., Special Agent 


Cash Capital $2,500,000.00 


Service Department 


1 Liberty Street 




















INSURANCE LECTURE COURSES 


Institute to Give Courses Under Aus- 
pices of Insurance Society at Its 
Board Rooms 
The following are the lectures of the 
three courses of the Insurance Institute 
of America held under the auspices of 
the Insurance Society of New York in 
the New York Board room, 123 William 

street. 


November 13, 20—Principles and His- 


tory of Fire Insurance—Edward R. 
Hardy, New York Fire Insurance Ex- 
change. 


November 27, December 4, 11, 18— 
Building Construction—Charles C. Dom- 
inge, Great American Insurance Com- 
pany. 

January 8, 15, 22, 29, 1923—Fire In- 
surance Contract: The Policy—Carroll 
L. DeWitt, Eagle, Star & British Do- 
minions Ins. Co. 








Actual market value for all securities 





D. H. Dunham, President 
Neal Bassett, Vice-President 
Jehn Kay, Vice-Pres. & Treasurer 
A, H, Hassinger, Ass't Sec'y 
Jehan A. Sayder, Secretary 


MECHANICS 


Organized 1854 


Gtatement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...........8 600,000 


Reserve Reinsur- 
ance Funds ..... 1,562,257 
Reserve all other 
Habilities ....... 188,956 
Net Surplus ...... 789,027 





Total ............$8,135,240 
Policyholders Surplus, $1,389,027 





D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, B. J. 


Organized 1854 


Statement January 1, 1922 
ASSETS AND LIABILITIES 
Capital ...........$1,250,000 


Reserve Reinsur- 
ance Fund ...... 5,021,670 


Reserve all other 
liabilities ....... 1,405,201 


Net Surplus ..... 2,840,571 





Total ...........$10,517,442 
Policyholders Surplus, $4,090,571 














H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 

John Kay, Treasurer 
A. H. Hassinger, Ass’t Sec’y 


THE 
Girard F.& M. 
INSURANCE CO. 


ef Philadelphia 


Organized 1853 


Statement January 1, 1922 
ASSETS AND LIABILITIES 
Capital .......... $1,000,000 

Reserve’ Reinsur- 
ance Fund ...... 2,240,988 
Reserve all other 





liabilities ....... 267,721 
Net Surplus ..... 851,855 
Total ...........$4,360,509 


Policyholders Surplus, $1,851,855 








Loyal to friends and loyal agents 














February 15, 19, 26—Common Fire 
Hazards: With introduction to course 
on hazards—W. J. Tallamy, Continental 
Insurance Company. 

March 5, 12—Fire Prevention and 
Fire Protection: Elementary Principles 
—Walter J. Mosenthal, H. Mosenthal 


& Son. 
March 19, 26—-Woodworking Indus- 
tries—-Percy T. Tilly, Royal Insurance 


Company, Ltd. 

April 2, 9—Candy Factories—Walter 
L. Clarke, Liverpool & London & Globe 
Insurance Company. 

April 16, 23—Correspondence—K. J. 
Kilduff, School of Commerce, New York 
University. 

Course:—Intermediate 

Day:-—Tuesday 

Time:—12:30—1:15 p. m. 

November 14, 21, 28—History and 
Elementary Principles of Fire Insurance 
Rating (Universal Schedule)—Edward 
R. Hardy, New York Fire Insurance 
Exchange. 

December 5, 12, 19, January 9, 1923— 
Fire Insurance Contract: Policy Clauses 
and Forms—A. G. Whitelaw, Commer- 
cial Union Assurance Company, Ltd. 

January 16, 23, 30—Fire Protection: 
Public and Private—George W. Booth 
and Associates—National Board of Fire 
Underwriters. 

February 6, 13—Electrical Fire Haz- 
ards—J. F. Forsyth, New York Board 
of Fire Underwriters. 

February 20, 27—Metal Industries— 
Frank A. Gantert, North British & Mer- 
cantile Insurance Company. 

March 6, 13—Paint, Color and Varnish 
Factories—James D. Waite, United 
States Fire Insurance, Company. 

March 20, 27—Drafting: Fire Insur- 
ance Plans—E. H. Seaman, Alfred M. 
Best Company, Inc. 

April 16, 23—Correspondence—E. J. 
Kilduff, School of Commerce, New York 
University. 

Course:—Senior 

Day:—Thursday 

Time:—5:15—6:00 p. m. 

Place:—Library, 84 William Street 

November 16, 23. December 7—Fire 
Insurance Rating: Principles and Prac- 
tices (Analytic System)—Edward R. 
Hardy, New York Fire Insurance Ex- 
change. 

December 14, 21—Agency, Agency 
Law, Organization and Management— 
John M. Watkins, Continental Insurance 
Company. 

January 11, 18, 1923—Fire Protection: 
Automatic Sprinkler Equipments and 
Supervisory Service—Edward P. Boone, 
New York Fire Insurance Exchange. 

January 25, February 1, 8—Fire Loss 
Settlements—Prentiss B. Reed, Phoenix 
Assurance Company. 

February 15, March 1—Chemical Fire 
Hazards—William D. Grier—North Brit- 
ish & Mercantile Insurance Company. 

March 8, 15—Textiles and Textile In- 
dustries (Cotton Mills)—C, B. Langdon, 
Supervisor, Factory Insurance Associa- 
tion. 

March 22, 29—Paper Mills (Pulp and 
Paper)—J. D. Erskine, Northern Assur- 
ance Company, Ltd. 
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Dart to Join Rollins, 
Burdick & Hunter Here 


WILL MANAGE LOCAL OFFICE 





One of Best Authorities in Town On 
Engineering End of Fire 
Insurance 





Rollins, Burdick & Hunter Company 
are being congratulated upon having 
obtained the services of Edwin W. Dart, 
who will become their New York man- 
ager on November 15, working under 
the direction of Harry S. Thomas, resi- 
dent partner here of Rollins, Burdick & 
Hunter Company. Mr. Dart is a com- 
paratively young man and is generally 
regarded as one of the best experts in 
the business on the technical and scien- 
tific engineering side. 

After attending public, private and 
high schools in Kansas City, Mo., he en- 
tered the insurance business with the 
old local agency of S. S. McGibbons, no 
longer in existence. From there he en- 
tered the service of another agency, 
Tilhoff & Campbell. His entrance into 
New York was with the London & Lan- 
cashire at 59 William street as assistant 
to the head of the department. Later, 
he joined the Home, where he worked 
in various capacities. 

His reputation as an unusually able 
man in his line was really made when 
he was in charge of the general inspec- 
tion work and later the sprinkler de- 
partment of the New York Fire Insur- 
ance Exchange. There he attracted the 
attention of Johnson & Higgins, with 
which brokerage office he became con- 
nected with the surveying and engi- 
neering departments, later being pro- 
moted to manager. He traveled some 
and handled a large number of big 
cases. While with Johnson & Higgins, 
he made an investigation of the film 
storage proposition, later writing a re- 
port on it which was widely read. The 
National Board of Fire Underwriters at 
that time did not have standards for 
film storage. 

From Johnson & Higgins he went to 
the Consolidated Brokers, where he was 
vice-president and manager. The Con- 
solidated Brokers, by the way, which is 
at 110 William street, is about twelve 
years old and is an organization of some 
of the livest producers on the Street, 
including “Big Bill” Edwards and Wal- 
ter C. Booth, the old Princeton football 
players, and Leonard Beekman, one of 
the best of the tennis champions. Mr. 
Dart is on the executive committee of 
the Insurance Society and the executive 
committee of the local chapter of the 
National Fire Protection Association. 
With that association he is also a mem- 
ber of the committees on blower sys- 
tems and protection of exterior open- 
ings. He is a member of the American 
Society of Mechanical Engineers and of 
the Railway Fire Protection Association 
and has been in demand as a speaker on 
technical subjects by various insurance 
organizations. 

Thomas J. Prindeville, formerly of 
Johnson & Higgins, is a member of Rol- 
lins, Burdick, Hunter & Company. 





WILL WRITE INSURANCE 





Rafalsky Company Organizes Special 
Department Under Schoenhardt; 
to Handle All Lines 

The Mark Rafalsky Company, New 
York real estate brokerage firm, has 
opened an insurance department in or- 
der to give the best possible service to 
clients whose demands are becoming 
more and come complex. E. F. Schoen- 
hardt, who has been associated with the 
New York office of the Globe Indemnity 
tor three years as assistant in the lia- 
bility department, has been appointed 
manager of the new department, 

The company is planning to Wfite all 
lines of business as soon as proper con- 
nections are made. Mr, Schoenhardt 
will make his headquarters at the main 
office of the firm at 21 st Fortieth 
street, New York. 























ORGANIZED 
1853 


CASH CAPITAL 
$12,000,000 








“—WHAT PEOPLE THINK WE ARE” 


Character is what we are. Reputation is 
what people think we are because of the 
character we have exhibited. 


Just as reputation is often the governing 
factor in connection with many phases of 
business— 


Just so does the reputation of a fire insur- 
ance company—past performances—indi- 
cate the dependability of that institution, 
no matter what situation may confront it. 


The reputation of The Home of New York 
is one of the factors that has earned for the 
company the title of The Largest and 
Strongest Fire Insurance Company in 
America. 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Fire and Lightning, Automobile, Earthquake, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits and 
Commissions, Rain, Registered Mail, Rents, Rental Values, 
Riot and Civil Commotion, Sprinkler Leakage, Tourists 
Baggage, Use and Occupancy, Windstorm. 





STRENGTH 


REPUTATION SERVICE 








New England Mutuals 
After Jersey Business 


MATTHEWS & CO. CANVASS STATE 





Write Dwellings as Well as Special 
Risks; Jersey Association’s 
Bulletin 





In the bulletin to members of the 
New Jersey Association of Underwrit- 
ers just sent out, the statement is made 
that Matthews & Co., Inc., of Newark, 
general agents in New Jersey of a 
group cf New England mutuals, are 
circularizing secretaries of boards of 
trade «nd chambers of commerce with 
a view of increasing their agency plant 
in the state. They ask that recipients 
of their letters give them the names of 
individuals who might be interested in 
their proposition, * 

They claim that the companies the 
represent “write fire insurance on ail 
classes of business and on dwellings 
and household furniture at tariff rates 
and then declare a dividend at the ex- 
piration of the policy, which, for sey- 
enty-five years or more, has never failed 
to be less than 20% of the premium 
paid.” 

The Ramsay Act 

The bulletin has this to say of other 
matters of interest: 

Entirely too many agents, not of the 
class represented by our membership, 
are unfamiliar even with their Rule 
Book, much less the theory underlying 
the various schedules or their practical 
application. Some are too lazy or stupid 
to learn and ashamed to acknowledge 
their ignorance. When an inquiring 
policyholder calls on them to explain a 
simple feature of the system, instead 
of posting themselves and enlightening 
their client, they blame the system— 
class it as theoretical, technical and 
impracticable and thereby dig a pit in 
front of them into which they are pretty 
sure to fall themselves. Yet the Com- 
pany Specials go on serenely appointing 
this class of agents. Instead of a law 
to qualify local agents, there is more 
reason for one to qualify “Specials.” 


Multiple Agencies 

This is a problem which every assem- 
blage of agents is inclined to discuss 
and resolve against. It is closely allied 
to Underwriter Agencies and Annexes 
and sprang from the same germ. As 
W. E. Underwood. has recently said, 
“Competition is their mother and greed 
for volume, their sire.” No one can 
deny that conditions in Essex, Hudson, 
Bergen and Camden Counties are most 
demoralizing. What is the solution? 

One case receutly brought to my per- 
sonal knowledge is but an example of 
many. An old established agent whom 
I will designates as “A” has given a large 
volume of business to Company “xX.” 
He lost the line of the large department 
store of Smith & Co. A bookkeeper in 
the employ of Smith & Co. was granted 
a broker’s license and straightway was 
made an agent of “Q,” one of the off- 
springs of “A’s” old Company “X.” This 
new bookeeper-broker-agent of Smith & 
Co., possibly in lieu of an increase in 
salary, was given the insurance busi- 
ness of his employer and immediately 
wrote as large a line in “Q” as Com- 
pany “X” had formerly been willing to 
authorize Agent “A” to write, and then 
had a generous portion of the balance 
of the line placed through its so-called 
service department and the policies 
were sent to agents of others of its off- 
spring companies in different locations 
for writing. Was that the proper way 
for a reputable company to treat its 
faithful agent “A”? By what shadow of 
reasoning was this bookkeeper of Smith 
& Co. entitled to a broker’s license, 
much less an agency appointment? 


Contrasts 

We have a grievance; we feel that 
some act or practice of certain com- 
panies is responsible, and hopefully 
seek an audience with some company 
board or committee. After much effort 
on our part an invitation is condescend- 
ingly accorded us and we tremblingly 








16 


THE EASTERN UNDERWRITER 





November 10, 1922 





and haltingly hie ourselves thither. We 
are ushered into that innermost cham- 
ber, solemnly ponderous in its magnifi- 
cence, with its elaborate hangings, its 
polished mahogany, around which is 
gathered an impressive array of promi. 
nent company officials. We are pain- 
fully embarrassed ana ill at ease among 
such surroundings. We hesitate and 
stumble in presenting our case, and, 
after an awkward pause, disturbed only 
by the ominous ticking of the clock, 
some one of the prominent company 
officials breaks the ice and expresses 
his great pleasure at our visit, sym- 
pathy in our troubles and the hope that 
some relief may be granted us, but, he 
is sorry, oh, so sorry, that their com- 
mittee has no jurisdiction or control 
over the acts of which we complain, and 
that so far as he is aware there is no 
appropriate committee before whom we 
can plead, but, they will do their darned- 
est to arrange things so that some com- 
mittee, some time, may be named to 
handle just such situations. We express 
our thanks, and after making solemn 
and appropriate obeisance, back our- 
selves out, close the door quietly, and 
stealthily seek the free air of the open 
street and return to our offices and the 
same old conditions. 

But, let some legislator at their an- 
nual frolic propose some radical legisla- 
tion or let some fearless extremist start 
some newspaper agitation against them 
and these same prominent company offi- 
cials, figuratively speaking, throw a 
duck fit and hurriedly seek our aid in a 
most gracious invitation. What a change 
in the atmosphere of that same magnifi- 
cent chamber and in the warmth and 
abandon of that greeting! We actually 
defile the sanctity of that polished ma- 
hogany by irreverently placing our 
headgear thereon. We are slapped on 
the shoulders until we are sore for a 
week after. We are completely swept 
off our feet by the reckless flattery on 
every hand, forget to use their own 
threadbare excuse, and cheerfully come 
to their aid and save the day. Will it 
be forever thus? We think not. 

Hot Springs Convention 


In addition to your president, Mr. 
Ransom, of Jersey City, Mr. Appel of 
Sayonne, Messrs. Moffatt and Naulty 
of Newark, were in attendance. The 
sessions were most interesting and in- 
structive and were thoroughly enjoyed 
by all. 

Leon A. Watson, Expert 

As a result of the death of our good 
friend, Atlee brown, and the continued 
iliness of Deputy Samuel J. Quig, Mr. 
Watson has been designated as expert. 
Mr. Watson has grown up in the New 
Jersey rating field, having first been 
with the Burkhardt office and since the 
inception of the present system, as one 
of Mr. Brown’s valued assistants. We 
are sure he will fill the difficult position 
to the entire satisfaction of the public 
and the agents and with honor to him- 
self. 


HOPE TO QUELL ARSON RING 

Fire Marshal George W. Elliott has 
asked the Philadelphia City Council to 
provide in the 1923 budget for the ap- 
pointment of ten assistant fire marshals 
and fifty inspectors, claiming that this 
sized force is required to break up the 
“arson ring” he asserts is operating in 
local territory. So far as has been 
made known, no results have been at- 
tained from the much-talked-of investi- 
gations to be made by the fire marshal 
department, the coroner's office and dis- 
trict attorney’s office of the declared 
incendiary fire in the North American 
street storage warehouse at which three 
firemen were roasted alive while trap- 
ped in an elevator by a gasoline explo- 
sion, although statements, authorized by 
the fire marshal department, were pub- 
lished to the effect that there was every 
evidence that the place had been set on 
fire, that goods of little value heavily 
insured had recently been transferred 
from premises where insurance was re- 
fused and that the partly burned con- 
tents had been saturated with gasoline. 








What R. C. Patterson 
Says About Auto Locks 


You probably know Mr. Patterson. He is secretary of the 
Automobile Underwriters’ Detective Bureau at Atlanta, Ga. 
Here are Mr. Patterson’s views recently printed: 





{ PURGE AUTO LOCKS i. 


” 

“May I, therefore, urge upon you first as citizens, and 
secondly as insurance agents, to: 

“Know your assureds (moral hazard, when all is said 
and done, is che fountain head of most losses). 

“Urge upon your assured to equip their cars with the 
- best lock they can buy, and to lock their car every time 
they leave the driver’s seat and take the key with them. 
(Auto thieves almost universally tell us that they never 
attempt to steal a locked car, because there are so many 
more that are not locked. Or if locked, the-owner of the 
car fails to remove the key.) } 
eapenenten patent 














Assured Gets Theft Protection With- 
out Cost— You Get Extra Commission 


—when you urge installation of the Simplex 
Auto Lock—not only the best lock, but 
KNOWN as the best, nation-wide, through 


advertising. 


SIMPLEX GORPORATION 


2210-14 South Michigan Avenue - . CHICAGO 


(Service stations everywhere. Write for the names 
of those in your locality.) 


SIMPLEX 


AUT 


THEFT 


PROOF LOCK 


One make of lock for ALL 
makes of cars. Case-hardened 
steel throughout. Guaranteed 
for life of car against wear or 
defect. Approved by Under- 
writers’ Laboratories. Prevents 
steering or towing. Conveni- 
ently located on the steering 
column, Easy to operate—just 
turn the key. Reduces premiums 
on theft insurance, 15%, be- 
sides eliminating $25.00 penalty 
in Metropolitan district. 











Patriotic of America 
Starts January 1, 1923 


SUCCEEDS PATRIOTIC IRELAND 


Preston T. Kelsey, President; F. H. 
Sherman, Secretary; P. P. Glover, 
Assistant Secretary; Strong 
Board Named 





The Patriotic Insurance Company ot 
America will start writing in America 
on January 1, 1923, replacing the Pa- 
triotic of Ireland. The officers of the 
Patriotic of America are Preston T. 
Kelsey, president; Frederick H. Sher- 
man, secretary; and Percival P. Glover, 
assistant secretary. Mr. Kelsey, who is 
also United States manager of the Sun 
Insurance Office; Mr. Sherman, who is 
secretary of the New York branch of 
the Sun Insurance Office; and Mr. Glov- 
er, who is assistant secretary of the 
New York branch of the Sun Insurance 
Office, are on the board of directors. 

Other board members are Frederick 
White, general manager of the Sun In- 
surance Office, who recently sailed for 
Europe after a visit to this country; 
Herbert L. Griggs, chairman of the 
Bank of New York & Trust Co.; Sam- 
uel T. Hubbard, Jr., Hubbard Brothers; 
Charles W. Dall, Armory Watts & Co.; 
Alonzo B. Pouch, American Dock Co.; 
Edwin G. Merrill, president Bank of 
New York & Trust Co.; Archibald G. 
Thacher, Barry, Wainwright, Thacher & 
Symmers; Alfred M. Thorburn, insur- 
ance broker; Carl A. Henry, general 
agent for Pacific Coast States of Sun 
Insurance Office; John F. Stafford, man- 
ager Western Department of Sun Insur- 
ance Office. 





HEADS SMOKE & CINDER CLUB 





G. S. Petrik, Special of Liverpoo! & Lon- 
don & Globe, Elected President; 
Address By F. W. Kiefer 





Pittsburgh, Pa., Nov. 7.—G. S. Petrik, 
special agent for the Liverpool & Lon- 
don & Globe, was elected president of 
the Smoke & Cinder Club at a well- 
attended meeting last night in the Chat- 
ham Hotel. Other officers elected were: 
William Sutton, special agent Queen, 
first vice-president; Elmer Porter, spe- 
cial agent Westchester Fire, second 
vice-president; Clark N. Hunt, special 
agent Agricultural, secretary; John E. 
Sauter, special agent Royal, treasurer. 
Membership Committee—I. Warren Gor- 
ham, Richard H. Randall and C. W. 
Sheasley. 

Fred W. Kiefer, resident agent in 
Pittsburgh of the North British & Mer- 
cantile, a charter member of the club, 
addressed the meeting, having for his 
subject reminiscences. He told of the 
early days of the insurance business 
here and the novel methods of company 
operations so at variance with present- 
day underwriting. His talk was inter- 
esting, dealing as it did with events of 
half a century ago. Mr. Kiefer also read 
a paper on the “City Agent,’ which was 
originally delivered before the club in 
1908. 





OPENS ACCOUNTING OFFICE 

Arthur S. Baty, comptroller of the 
Fred S. James & Co. office in Chicago 
for the past two years, has opened an 
independent office as an insurance ac- 
countant and auditor in the Insurance 
“xchange in that city. Mr. Baty has 
been in insurance accounting work for 
the past twenty-five years. He was 
associated with the Manchester, of 
England, later being appointed chief ac- 
countant for the Atlas when the Man- 
chester was taken over by that com- 
pany. His retirement from Fred S. 
James & Company was marked by the 
presentation of tokens of esteem both 
to him and to Mrs. Baty. 





IN 98TH YEAR 
In two years the Scottish Union & 
National will be one hundred years old. 
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Cancellation of Policy 
By Registered Mail 


STATEMENT BY A COMPANY 





Legal Department of Ohio Farmers 
Tells Agent Correct Procedure to 
Follow 


An agent of the Ohio Farmers recent- 
ly asked that company the following 
question relative to cancellation by 
registered mail: 

“When unable to get up a policy, we 
cancel same by registered mail, giving 
the customary five days’ notice as pro- 
vided by the terms of the policy. When 
do you begin to count, from the day of 
cancellation notice (what if it does not 
reach the assured within five days?) or 
from the date said notice reaches the 
assured as shown by the registration 
return receipt card? Suppose the post- 
office department after an effort is un- 


able to deliver to the assured and the 
registered notice is returned to the 
sender, does the mailing of said notice 
by the insurer constitute sufficient no- 
tice to the assured? If not, how can 
company’s liability be terminated?” 

The company’s answer, furnished by 
the legal department, follows: 

“In computing time, the day of the 
service of notice is to be excluded and 
the time of five days is to be counted 
immediately following the date of the 
service of notice. The giving of notice 
by registered letter is a recognized 
means of conveying notice to the as- 
sured, the law recognizing the mailing 
of the letter, with the necessary pos- 
tage, as being presumptive evidence of 
the receipt by the person addressed. 
The time necessary for the transmis. 
sion of the letter should be taken into 
account in giving the notice by regis- 
tered mail, and sufficient time should 
be given so that under ordinary and 
reasonable circumstances it will be pre- 
sumed that the person addressed re- 
ceived the letter in due course of mail. 

“The mailing of the registered letter 
is the recognized means under the law 
of transmitting notice of this character 
and the delays of the mail do not ope- 
rate to invalidate a notice duly sent, 
allowing enough time to elapse after 
the ordinary transmission for the terml- 
nation of the policy. The mere fact 
that the person to whom the letter is 
addressed may decline to acknowledge 
receipt of the same, either by sending 
a card acknowledging receipt or refus- 
ing to receive the registered letter, does 
not relieve him from the notice that is 
contained in the letter. A person cannot 
through’ bad faith turn away from the 
obvious information that is being 
brought to his attention through the 
recognized channels. 

“Notice of cancellation may be given 
orally, that is, by word of mouth, by 
telephone, by telegraph, or by regis- 
tered mail. All that is required by the 
standard policy is that five days’ notice 
shall be given, and under the farm pol- 
icy no time is specified, but a reason- 
able time would be required to be given. 

“It may not be necessary that a re- 
ceipt be given by the assured, but it is 
highly desirable that a receipt be se- 
cured from the assured.” 





BROOKLYN BROKERS MEET 


An open discussion of the acquisition 
rating law in New York State took place 
at the November meeting of the Brook- 
lyn Insurance Brokers Association held 
at the Chamber of Commerce last night. 
Four new members were elected at the 
October meeting, and a drive for new 
members is being continued with the 
understanding that dues will not begin 
until January 1. 


H. B. BRAINERD MOVES 
The Harvey B. Brainerd insurance 
agency is now located in the new Hart- 
ford-Connecticut Trust Company Build- 
ing at 750 Main street, Hartford. 











LARGER SELLING 





HE business house or individual who 
demands large protection limits must be 
assured that their insurance is being placed 
with strong, well known and dependable in- 
stitutions. They invest in insurance with as 
much care and discrimination as they would 
in the purchase of land, a building or stock. 
They accept insurance in the confidence and 
good faith that they will be promptly paid 
should a just claim arise at any time. 


The application of the highest business 
ethics by any institution fosters and main- 
tains good will, confidence and prestige. 
Norwich Union offers this end by efficient, 


fair service—a service that has profited both 
its agents and clients. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, ‘Manager 
J. F. Van Riper, Branch Secretary 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
W. G. Falconer, President J. G. Mays, Secretary 





Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensa- 
tion, Accident and Health, Golfers, Plate Glass. 


The Agent Who Seeks to Give Good Service 
Must Himself be Well Served 


COMPANIES 














Jersey Managers For 
Motor Car Abstract Co. 


VAN HOUTEN & SHERWOOD CO. 


Agency Growing Steadily; Takes in 
Additional Fire Companies in 
Jersey City 


The Van Houten & Sherwood Co., of 
Jersey City, has secured the title of 
state managers for the Motor Car Ab- 
stract Company, which in the very near 
future will be well organized through- 
out the state to issue certificates of 


ownership to automobile owners in ad- 
dition to a proposition which will make 
it possible for insurance companies pos!- 
tively to identify cars that are stolen 
after a guaranteed title has been given 
to the owner of a,.car. 

The day is close at hand when New 
Jersey, as well as New York, will adopt 
some plan whereby it will be necessary 
to have a certificate of ownership for 
all automobile owners which will natu- 
rally eliminate issuing licenses to peo- 
ple who are obtaining same for stolen 
cars. 

The Van Houten & Sherwood Com- 
pany have been established for over a 
period of fifty-one years. In the year 
ot 1919 the total premiums written were 
less than $50,000. In the year of 1921 
the total premiums written were over 
one-quarter of a million dollars, or to 
be exact $263,000. As to the year of 
1922 up to the present date the office 
has been running ahead in gross pre- 
miums at the rate of about $2,000 per 
month. 

The agency has taken on _ several 
additional fire companies and the fire 
business has increased substantially 
every month. 


G. L. KIMS’ CLEVER IDEA 





Special Agent Has Miniature Automo- 
biles to Demonstrate How Car 
Accidents Happen 





George L. Kim, a special agent in 
Western Pennsylvania, has adopted a 
novel method of demonstrating just ex- 
actly how an accident occurs. He has 
made several miniature automobiles 
with wheels and necessary parts to 
operate. These he manipulates before 
the claimant and when called on the 
witness stand before a court, it can be 
shown just how an accident occurred. 

Mr. Kim has been complimented by 
two judges before whom he has ap- 
peared for the ingenuity and success 
of his plan. He has not only been able 
to convince the court several times of 
the justice of his own contention by 
this method but it has also served in 
several instances to show to the claim- 
ant that he is incorrect in his statement 
as to how the accident occurred. 


Both to Head Separate 
Agencies 


The insurance firm of McCoy & Cole- 
man, Inc., 19 Liberty street, New York, 
has been dissolved and is succeeded by 
two independent corporations formed 
by the principals of the former organi- 
zation. The new companies are J. Har- 
vey McCoy, Inc., and Coleman & Cole 
man, Ine., both located at the Liberty 
street address. 

Both firms ccntinue their connections 
as special agents of the Globe Indem- 
nity. Their specialty in both instances 
will be automobiles. 

Both are agents oi the Hanover Fire. 
The principals of McCoy & Coleman 
have been in business for several years 
and have made an excellent reputation 
in the field. 

The explosion of an oil stove in a 
bungalow at a Michigan summer resort 
resulted in a $400,000 fire, destroying 
thirty cottages. 
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BEST ON SAFEGUARDING RECIPROCALS 


(Continued from page 1) 


solvency for the inter-insurance organi- 
zation as such, irrespective of the fi- 
nancial responsibility of its component 
parts. This is recognized in the laws 
of New York State in the following 
provision: 

“Any such Lloyds and inter-insurance 
associations as may be thus authorized 
to do business in this state shall at 
all times keep and maintain a fund 
of an amount equal to all outstanding 
claims and other liability, plus the un- 
earned premiums on the policies in 
force, calculated on the gross sums, 
without any deduction on any account, 
charged to the policyholder on each 
respective risk, from the date of the 
policy, and in addition the sum of two 
hundred thousand dollars.” * * * to 
transact either a fire or ocean marine 
insurance business, or the sum of 
$400,000 * * * to transact both a fire 
and ocean marine insurance business. 

Expenses of management should be 
limited. The comparatively small pre- 
miums of automobile exchanges may 
justify management expense of 30% 
but this limit should include all fees 
and/or charges upon subscribers. 

Those reciprocal insurance organiza- 
tions which have confined their busi- 
ness to risks of similar classification 
have been, as a rule, successful, while 
those which have written a business 
of miscellaneous character have shown 
almost uniformly bad results. 

All important restrictions upon the 
authority given to the attorney-in-fact 
to bind the members should be em- 
bodied in the power of attorney. 

The measure of the liability assumed 
should be the premium paid rather than 
some arbitrary “subscription,” by means 
of which a member may secure a large 
amount of insurance upon his own prop- 
erty while assuming only a small lia- 


a ———— 


bility upon the risks of other members. 
No Favoritism 

The manager should not be permitted 
any discretion as to the risks upon 
which an} particular member shall as- 
sume liability. Every acceptable mem- 
ber should insure a part of the risk of 
every other member. In such an or- 
ganization favoritism in any form is 
very dangerous. 

The liability to assessment should be 
sufficient to insure the payment of any 
loss incurred, and should be so clearly 
defined as to leave no room for mis- 
understanding. Some of the clauses we 
have reviewed were dangerously in- 
definite, loose, or ambiguous. 

The qualifications for membership 
should be embodied in the agreement, 
and applicants should be passed upon 
by a committee independent of the 
management. 

The power of attorney agreements are 
usually broad and explicit as to the 
powers and privileges of the attorney, 
but silent or vague as to his duties and 
responsibilities. 

The tendency to commercialize the 
attorney-in-fact management, and to in- 
crease the compensation thereof threat- 
ens the usefulness of this class of in- 
surance, 

Subscribers in considering statements 
purporting to show their net savings 
should not overlook the fact that earn- 
ings left to surplus or unused premium 
deposit account will be diminished by 
losses occurring after the date of the 
statement under policies previously is- 
sued, unless the account rendered 
shows clearly an adequate reserve to 
cover that liability. 

Bad Practices Which Should be Avoidea 
by All Reciprocals 

In its review of the methods of the 
various offices the Best Co. has noted 


departures from the established prac- 
tices of the best managed exchanges, 
which have resulted or may result in 


disaster. These include: 
“1. The appointment of insurance 
agents or brokers on a commission 


basis for securing members. 

“2. The acceptance of members on 
terms other than as specified in the 
power of attorney; for instance, the 
issuance of policies to individuals, 
firms or corporations who have not 
signed any power of attorney; the poli- 
cies when issued containing a clause 
exempting the policyholder from assess- 
ment, and limiting the cost of the in- 
surance to the amount of specified pre- 
mium, with or without participation in 
savings, if any. 

“3. The acceptance of large gross 
lines and the reinsurance of the excess. 
Our investigations as reported in the 
following pages show that certain ex- 
changes are reinsuring from twice to 
nine times their net retention. In case 
of the failure to collect any of the 
reinsurance the liability rests upon the 
members of the original exchange is- 
suing the policy, and in many cases 
this would probably cause the subscrib- 
er to be obligated by the attorney for 
a larger amount than was authorized 
by the power of attorney signed by the 
subscriber, opening the way for a seri- 
ous dispute, and raising a question as 
to the legality of the contract. 

“4. Some exchanges do not set up as 
a liability in their financial statements 
any amount representing the unearned 
portion of the premium deposits paid in 
advance by the members; and others 
set aside an inadequate amount to cover 
that liability. The managers of some 
of the best of the reciprocal exchanges 
contend that in reciprocal insurance 
there is no liability for unearned pre- 
miums (as in the case of incorporated 
stock or mutual insurance companies) 
for the reason that the agreement with 
the members provides that their pre- 
mium deposits must first be used to 


pay loss claims, the unused portion of 
such premium deposits to be returned 
to the members in the event of the 
cancellation of his policy or the liquida- 
tion of his account. This is a correct 
theory of the relations between the 
members of a reciprocal insurance ex- 
change, and from that point of view 
the contention of the attorneys and 
managers is sound. We agree also that 
the primary function of any insurance 
organization is to pay loss claims, and 
that, therefore, as a matter of equity, 
the claims of policyholders who have 
sustained losses should be considered 
superior to the claims of other policy- 
holders for return premiums. 

“It is necessary, however, in order to 
furnish the members of such an e2- 
change, or any one else interested in 
its affairs, with reliable information as 
to its financial strength and the status 
of the accounts of the various members, 
that the unearned portion of premium 
deposits paid by the members in ad- 
vance (in the belief that they repre- 
sent premiums paid for a fixed amount 
of insurance for a fixed period), be 
shown as a liability in the statement 
of the exchange and in the individual 
statements rendered to the members. 
Sound finance and accounting require 
this treatment, regardless of the fact 
that under the reciprocal insurance 
plan, and in accordance with the agree- 
ment signed by the members of such 
an exchange, loss claims are preferred 
over claims for return premiums. More- 
over, any member or all members may 
cancel their policies at any time and 
demand the return of the unused por- 
tion of their premium deposits; there- 
fore the exchange should be in a posi- 
tion at all times to refund the unused 
portion of every premium deposit, in- 
cluding the proportionate amount of the 
attorney-in-fact’s commission, unless the 
operating agreement provides that in 
such an event the attorney and manager 
may retain commission upon the entire 


(Continued on page 24) 
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Company, Limited 


OF LONDON, ENGLAND 


HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W.. LAWSON, General Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 
is a name well earned in more than fifty years of close 
co-operation with its agents. 


Over sixty years 
of public service 





INCORPORATED 1860 





UNITED 
COMPANY 


OF PHILADELPHIA 


HOME OFFICE 
430 Walnut Street 





PHILADELPHIA 
F. W. LAWSON, President 


Over sixty years of public service faithfully performed 
have established the United Firemen’s as an institution 
of utmost dependability. An old reliable company writing 
Fire, Tornado and Automobile Insurance. 
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Why Losses Keep Up 
Despite Improvements 


BECAUSE VALUES CONCENTRATE 





Views of William D. Grier, General 
Agent of North British & 
Mercantile 





William D. Grier, general agent of 
the North British & Mercantile, in a 
talk at Syracuse before an insurance 
audience, took the position that a prop- 
erly installed and supplied automatic 
sprinkler equipment will control prac- 


tically any fire. He also discussed tne 
question of why the fire loss record con- 
tinues so high despite the improvements 


in fire fighting devices and in other 
ways. 
While automatic or semi-automatic 


sprinklers of several crude types had 
been known since the 60’s or before, it 
was not until about 1880 that Henry 
S. Parmalee, of New Haven, Conn., com- 
menced installing the first real auto- 
matic sprinkler systems, designed to 
some extent along the lines similar to 
those in use today, and from that time 
on there has been a steady develop- 
ment along the lines of automatic 
sprinkler design, layout and _ installa- 
tion, until today the companies are 
writing very large’ lines upon standard 
sprinklered risks at rate of about one- 
thirtieth or sometimes less than would 
have been charged 50 years ago, he 
said, and continued: “I believe in the 
70's the going rate on cotton mills or 
woolen mills in New England was some- 
thing like $2.50 per annum, and today 
these same mills are getting their in- 
surance at a net cost of from 7c. to 
15c. per annum. These facts afford 
probably the most striking example of 
the wonderful progress that has been 
made in the science of fire prevention 
and extinguishment. 

“It is evident that the presence of 
an automatic sprinkler equipment will 
not prevent the starting of a fire, bur 
it is equally true that in the large ma- 
jority of cases, it will either extinguish 
such fire in its incipiency or hold it 
until the main battery, so to speak, of 
fire streams can be brought to bear. 

“Very carefully kept data of twenty 
or twenty-five years’ experience show 
that about 65% of all of the fires in 
sprinklered risks are either practically 


or entirely extinguished by the sprink- 


lers and about 30% are held in check 
making a total of 95 plus % where 
the action of the sprinklers is satis- 
factory. It has always been held that 
the true function of automatic sprink- 
lers was to hold fires in check, and if 
they practically or entirely @xtinguish 


more fires in proportion to our popula- 
tion than we had twenty or thirty years 
ago, but I do not believe there is any 
doubt that owing to the reasons of 
which [| have just spoken, the fires 
which we do have do more damage, 
and give more financial loss per fire 
than formerly; and I do not believe 
that there is much reason to doubt that 
if it were not for the highly developee 
methods in this country of fire preven- 
tion, detection and extinguishment, 
either our fire loss would have been 
almost inconceivable, or what is. more 
likely, the development of manufactur- 
ing industries would have been very 
much retarded. 
Larger Buildings Possible 

“It is an indisputable fact that it is 
perfectly safe to build very much larger 
buildings with a greater concentration 
of value where sprinkler protection can 
be obtained and maintained, than if no 
sprinkler protection were possible. We 
have woolen mills and cotton mills from 
one to four stories in height, covering 
thousands of feet of floor area. This 
would be utterly impracticable without 
sprinkler protection. Nvery incentive 
on the part of the insurance companies 
is offered for the installation of equip- 
ments; liberal rates are made, engineer- 
ing advice and other service is freely 
given, and every effort put forth to 
promote the installation of equipments. 
Many of the large companies specialize 
in this sort of work and maintain large 
and highly trained departments for 
handling sprinklered business. 

“There is no reason to doubt that the 
time is rapidly approaching when prac- 
tically all manufacturing establishments 
of any magnitude, as well as most of 
the mercantile and warehouse proper- 
ties, will be equipped with sprinklers. 
As far as the warehouses are con- 
cerned, they are practically driven to 
equipping by the necessity: for obtain- 
ing adequate insurance coverage at very 
low rates. It is obvious that a large 
general storage warehouse in any of our 
seaports is seriously handicapped if it 
cannot guarantee as low rates of in- 
surance as their competitors. 

“This fact has been exemplified in 
New York City during the past few 
years especially #ince the construction 
of the Bush Terminal warehouses some 
sixteen to eighteen years ago. These 
are of superior construction and thor- 
oughly equipped with automatic sprink- 
lers. The rates are very low, and one 
by one the older warehouses were 
forced to equip in order to hold their 
business. 


Prevents Business Interruption 


“There is another angle to this be- 
sides the insurance feature and that is 


the fact that a property owner is pretty jj 
nearly guaranteed against the serious} 
loss or interruption to his business by # 






down anywhere from three months to 
a year by a serious fire gets a setback 
for which the owners cannot be re- 
imbursed, even with the most liberal 
protection under use and occupancy or 
profit form. No kind of insurance can 
make the hands of a clock turn back- 
ward, and golden opportunities may be 
lost that can never be regained, and 
I believe it is up to all of us who are 
acting as insurance advisors to those 
having important interests and enter- 
prises under their charge to bear down 
upon this fact: that protection is just 
as important as cheap insurance, per- 
haps more so.” 





NO ACTION ON RECIPROCALS 





American Bankers Association Decides 
Against Stand; No Report and 
Will Not Make One 





The insurance committee of the 
American Bankers Association, which 
met recently in New York, made the 
following comment on reciprocal or 
inter-insurance exchange insurance: 

“As a result of a flood of telegrams 
from business interests in all parts of 
the country regarding a rumor that the 
insurance committee contemplated go- 
ing on record as being opposed to re- 
ciprocal or inter-insurance, and were to 
submit a report to the executive coun- 
cil, the insurance committee of the asso- 
ciation, issued a statement to the press 
denying that the question of reciprocal 
or inter-insurance would be considered 
in any way by the committee. 

“The committee does not know the 
source of these rumors, but it can be 
said unequivocally that the committee 
does not consider it within the province 
of the American Bankers Association to 
take any stand on the question of re- 
ciprocal or inter-insurance. The ingur- 
ance committee has not received any 
report or prepared any report on the 
subject, nor have they contemplated 
taking any action upon it.” 





RETURNABLE PREMIUMS TAXED 

The internal revenue commissioner 
has ruled that local mutual insurance 
companies and like organizations are 
taxable on returnable premium amounts 
even though they take the appearance 
of deposits. The opinion follows: 

“If deposits belong to the subscribers 
in the sense that they are entitled to 
a return of any unused portion thereof 
they do not fall within the classification 
of assessments, but do fall within the 
classification of premium deposits and 
the company receiving them is not ex- 
empt from taxation.” 
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FIRE INSURANCE COMPANY 
INSURANCE EXCHANGE CHICAGO 
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INSURANCE CO.—A Reinsurance Co.—Capital $400,000 


it, that is just so much to the good. In what may have been a trivial fire at} 
about 414% of the cases, the action Oo1 
sprinklers has been unsatisfactory, 
about 4% of these or something over 
1% of the whole, because the water has 
been shut off either intentionally or 
accidentally; about 1% due to freezing, 
another % due to unsatisfactory con- 
ditions not susceptible of sprinkler con- 
trol, the balance being due to a num- 
ber of miscellaneous reasons, most of 
them being in the nature of serious 
defects in the equipment as installed. 
The sum total of all this demonstrates 
beyond a doubt that properly installea 
and supplied automatic sprinkler equip- 
ments will control practically any fire. 


Much Exposed to One Fire 


“The question naturally arises, why 
in the face of all the work that has 











losses for which 
adequate reimbursement. iM 
that many carry insurance on use andg 
occupancy, profits, reyalties, contracts, @i 
and so on, but even with the most 
complete insurance protection a_ seri-#f 
ous fire nearly always causes losses otf 
a more or less indirect nature that nowy 
known form of insurance will cover. My 

“There is no question in my mind] t 
but that a plant which has been shut® 


LOGUE BROS. & CO., Inc. 


Established 1886—HARRY C. FRY, Jr., President 
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mprovement in construction an re PITTSBURG Pp 
prevention and extinguishment, the loss 307 FOURTH AVENUE H, PA. 
ratio has not abated ee any. I a 
think there are two or three ways Creer 

of looking at this. In the erage meng DEQUATE PHILADE SATISFACTION 
one reason is that there has been a A 
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concentration of values; or, in other 
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to one fire has increased tremendously. 


PBNIN SY WARUs NEW JERSBY 
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CONFERENCE POSTPONED 


Settlement of Surety Tangle Postponed; 
Certain to Be Solved 


Owing to the death of Morgan G. 
Bulkeley, of Hartford, the conference on 
acquisition problems which was to have 
been held yesterday was postponed one 
week. Many members of the confer- 
ence committees wished to attend the 
funeral or at least visit the home of the 
late leader in insurance matters. 

The question of an agreement in cas- 
ualty lines has been practically cleared 
up and the meeting next week will be 
held jointly with the representatives of 
surety business. No statement as to 
the decisions reached will be made pub- 
lic until final adjustments are made be- 
cause such statements if their prin- 
ciples were changed might lead to mis- 
understandings. ‘ 

The national situation was cleared up 
within a,few days after the conference 
met. The local tangle took some little 
additional discussion, but the difficulties 
have been gradually cleared, and it is 
confidently expected that a report will 
be forthcoming within a very short time 
which will meet the requirements of 
Superintendent Stoddard satisfactorily, 
and which will prove advantageous to 


the business. 
BANKER IN INSURANCE 
J. R. Shanks, tormer cashier of the 


Farmers and Merchants National Bank 
of Somerset County, has given up bank- 
ing to become superintendent of agents 
in Western Pennsylvania for the Harry 
Tl. Sawyer agency of the National Life, 
U. S.A. 





Marine Secretary Follansbee, of the 
Fireman’s Fund, is in Honoiulu. 


IREMONGER SUCCEEDS PEARCE 


Assistant Secretary Advanced to Post 
Left Vacant by Incumbent 
Who Died 


A. G. McIlwaine, manager of the Lon- 
don & Lancashire, who was in the city 
from Hartford Wednesday, ‘announced 
the appointment of H. P. Iremonger as 
local secrétary of the company, succeed- 
ing the late Edward E. Pearce. Mr. 
Iremonger was appointed assistant sec- 
retary six years ago, and his present 
promotion is in line with the policy of 
the company in advancing its own men. 
J. T. Goeller, who was appointed assis- 
tant secretary last January, continues 
in that capacity. 

Mr. Iremonger -joined the London & 
Lancashire organization in this city 
over twenty years'ago as registry clerk, 
coming to that company from the old 
Empire City, with which he had his first 
insurance experience. He has advanced 
steadily in the London & Lancashire 
service. ‘He has the business of the 
office thoroughly in hand and his ac- 
quaintance among the: brokers is exten- 
sive and valuable. 

FIRE EXCHANGE MEETS 
Minor Rate Changes Made; Retail 
Lumber Yard Rates to Be Dis- 
cussed Next Month 


The New York Fire ‘Insurance Ex- 
change held its regular monthly meet- 
ing Wednesday. The session was short 
and devoted mainly to hearing various 
committee reports. None of these was 
of special importance. The rate com- 
mittee recommended some minor 
changes in rates and suggested qualifi- 
cations for allowance for a quick acting 
fire door. 

It is understood that the question of 
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revision of retail lumber yard rates 
will come up at the next meeting. A 
committee of lumber interests waited 
upon the Insurance Superintendent last 
Friday and presented data upon which 
they thought they were entitled to a 
rate reduction on retail lumber yards. 
The matter was referred to the rate 
committee of the exchange, but was 
held over in order te secure additional 
and more up-to-date data so as to in- 
clude this year’s experience on retail 
lumber yards, which has not been quite 
so favorable as that presented by the 
lumber committee. 





STONE APPOINTS SINGLETON 


Former Niagara Fire Adjuster Named 
General Agent for New 
Zealand Fire 


Walter Stone, manager of the New 
Zealand Insurance Company, has an- 


nounced the appointment of J. P. Single- 
ton as general agent, in charge of the 
Western territory at the New York 
office, effective November 15. Mr. Sin- 
gleton recently retired as general ad- 
juster of the Niagara Fire after forty 
years service with that company. 

Mr. Singleton has a thorough knowl- 
edge of fire insurance. For many years 
he was special agent of the Niagara in 
Ohio and Kentucky. Later he was pro- 
moted to the position of assistant man- 
ager of the Western department at Chi- 
cago. When the Western department 
was brought to the home office in New 
York Mr. Singleton was made general 
adjuster of the company. Under the 
system in vogue in the Niagara office 
the general adjuster had more to do 
than supervise the adjustment of losses, 
as the records of the loss department 
are used largely in the underwriting 
department, where they are found to 
give many valuable suggestions. 
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H. H. Putnam Gives 
Estimate of Woodworth 


ATTENDED FUNERAL LAST WEEK 








A Conservative Leader; First Big 
Action Was to Put Association on 
Record Against Overhead 
Writing 





The funeral of the 
Woodworth, 


late Charles H. 
of the Woodworth-Hawley 
Co., Buffalo, and former president of 
the National Association of Insurance 
Agents, was attended by a number of 
insurance men. Among those who acted 
as honorary pall bearers were Henry 
H. Putnam, former secretary of the 
National Association and now adver- 
tising manager of the John Hancock; 
and E. C. Roth, of Buffalo, also a for- 
mer president of the National Associa- 
tion. 

For the “American Agency Bulletin,” 
at the request of Mr. Roth, Mr. Putnam 


wrote some reminiscences of Mr. Wood- . 


worth which in part follow: 

“Mr. Woodworth was one of twenty 
agents who met in Chicago in 1896 to 
form the National Association. * * * 
While Robert Brannen originated the 
association idea and called the meeting, 
and by his energy and breezy enter- 
prise advertised the association move- 
ment; yet, from the very first, it was 
Woodworth’s hand which guided its 
destinies. His leadership was recog- 
nized the moment that his strong per- 
sonality became injected into the or- 
ganization movement. 


Sent by Buffalo Board 

“Woodworth did not attend the Chi- 
cago meeting of his own initiative, but 
was sent as a delegate from the Buffalo 
Board, which was the” first local or- 
ganization to tie up thus officially with 
the agency movement, and down to the 
present moment it has been a _ loyal 
and generous supporter of the asso- 
ciation. Woodworth told his friends 
that he did not expect to see another 
meeting after Chicago. Nevertheless, a 
meeting was called a year later at St. 
Louis which was attended by about one 
hundred agents. 

“By this time he saw that something 
would come from the movement and 
he wisely foresaw that it should be 
developed along conservative lines’ 
There were elements present clamoring 
for radical action which Woodworth 
and others thought would be dangerous 
to the best interests of local agents 
and fatal to any organized movement. 
Hence, it was that with all the vigor 
of his forceful personality he brought 
about the adoption of a platform com- 
mitting the association to conservative 
action. During the period of his leader- 
ship this was the dominating thought 
which inspired him and through him 
the association to conservative action. 


Elected President 


“At the next meeting in Detroit he 
was elected president and the associa- 
tion was invited to meet in Buffalo, 
which it did in 1899. 

“The great event of the Buffalo meet- 
ing was-a report made by President 
Woodworth relative to the canvass on 
overhead writing. This question was 
the real cause for the association’s ex- 
istence. Overhead writing was quite 
general, and there was no rule of action 
either for the companies or agents until 
the National association came into be- 
ing. It fell to Woodworth’s lot to se- 
cure from the companies the necessary 
pledge which would fix the recognition 
of the agents’ territorial rights as a 
principle in the business. No small 
task for an organization of such recent 
growth, facing as it did well-rooted 
practices which had grown up in the 
field, hardly to be comprehended today 
by those who are benefiting now from 
this early pioneer work of the associa- 
tion. But Woodworth had plenty of 
courage and he undertook the task. It 
would be impossible to explain all the 
obstacles which had to be overcome, 
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or adequately describe the insistent and 
persistent work so skillfully carried on 
in this initial campaign for the pro- 
tection of the American Agency Sys- 
ten. * 
Served on Many Committees 

“Woodworth served for many years 
on various committees and aided in 
working out the questions which neces- 
sarily arose. In the matter of the 
Agents’ Expirations, he again demon- 
strated the wisdom of his leadership. It 
was upon his recommendation that the 
“Yonkers Case” was brought before the 
Hartford convention in 1903 and ar- 
rangements completed for a legal test of 
the principles involved. The Bulletin 
had now been started, and the action 
was vigorously pushed, resulting in a 
great victory for the local agents. This 
legal decision established a basis from 
which the Association worked out the 
principle of the Ownership of Expira- 
tions which became incorporated in the 
Association platform, and through the 
medium of the ‘Co-operating Agree- 
ment’ universally accepted by the com- 
panies, those at least doubling the sat- 
able value of a going local agency. 

“IT will not try to tell in detail the 
story of Woodworth’s work on Jumbo 
Lines and Underwriters’ Agencies, for, 
in later years the Association had so 
broadened out that the work of one 
man did not stand out as it did in the 
early days. But nevertheless he was 
dominant in every question, and to 
Woodworth is largely due the consistent 
and constructive platform on Multiple 
Agencies and Annexes. 





“The foundation stones of the Asso- 
ciation movement are deeply and in- 
delibly marked by Woodworth’s, work, 
and this is a monument, to him so far 
as the insurance business is concerned.” 





F. W. PASCOE RUTTER HERE 





Governor of London & _ Lancashire 
Group Visiting United States 
Branch; Widely Traveled 





F. W. Pascoe Rutter, governor of the 
London & Lancashire group, and one 
of the most famous of insurance men, 
is in the United States, visiting the 
United States branch of the London & 
Lancashire at Hartford. Mr. Rutter in 
his travels has encircled the world, and 
sometime ago wrote a book describing 
his experiences while touring the globe. 

Mr. Rutter is an outstanding figure in 
British financial life. 


NEW ALLEGHENY DEPARTMENT 

The Marquette National Fire and the 
Great Western Underwriters, both of 
Chicago, have opened. an Allegheny 
County department under the manage- 
ment of W. B. Koch, Jr., and C. M. Snel- 
sire, with headquarters in the offices of 
the Pittsburgh Fire, Commonwealth 
Building, Pittsburgh. 





A. E. Umstead, prominent in local in- 
surance circles, has changed his ad- 
dress from the Empire Building to the 
Commonwealth Building, Pittsburgh. 
He has taken space with the Pittsburgh 
Fire Insurance Company. 
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RECLASSIFICATION FINISHED 
Underwriters Have Ended Work on 
Shipping Board Vessels; Advice 
Not Compulsory 
The marine underwriters’ committee, 
composed of Charles R. Page, William 
H. McGee and Hendon Chubb, which 
supervised the reclassification of many 
Shipping Board vessels for the purpose 
of granting them better rates for cargo 
insurance purposes, has completed its 
task and forwarded its report to Wm. J. 
Love of the Shipping Board for ap- 
proval. The report is advisory only and 
not binding upon the decisions of any 
underwriter. However, it is presumed 
that the advice will be followed gen- 
erally and no vessels penalized unless 

conditions warrant such. 

In order to maintain the favorable 
ratings accorded to the vessels ap- 
proved by the underwriters the opera- 
tors have agreed that no ship will be 
loaded beyond its assigned mark. Fur- 
thermore the U. S. Salvage Association 
has agreed to issue periodical bulletins 
giving notices of overloading, withdraw- 
als of approval and other information. 
Part of the report follows: 

“In view of the effort of the present 
managers of the Fleet Corporation to 
increase the efficiency of their operat- 
ing agents and to promptly meet the 
reasonable requirements of the U. S. 
Salvage Association, of which ample 
evidence has already been had, and also 
because of their promise to extend to 
cargo claims consideration equally 
prompt and equitable with that extend- 
ed by their privately owned and ope- 
rated competitors, it is the earnest hope 
of the conference committee that the 
various cargo underwriters will recog- 
nize the improved conditions by adopt- 
ing the foregoing recommendations.” 





TAKE IN L. C. LOWNDES 
Lowndes & Dunahue, Baltimore gen- 
eral agency of the Maryland Assurance, 
has been reorganized. Lucien OG, 
Lowndes has been taken into the firm, 
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Agents Have Able 
Executive Committee 


YOUNG AND SUCCESSFUL MEN 





Have Made Success in Their Commu- 
nities; Interesting Questions Being 
Ably Handled 





The National Association of Insur- 
ance Agents is a strong body, which has 
a number of young men on it who have 
made a success in their communities 
and who will lend prestige to the or- 
ganization. The Eastern Underwriter 
prints on this page pictures of some of 
the cominitteemen, Thomas C. Moffatt, 
of Newark; Craig Belk, of Dallas; Will 
J. Beggs, of Cleveland; James T. Catlin, 
Jr., of Richmond; W. Julian Thornas,. of 
Atlanta, and Matt T. Mancha, of Los 
Angeles. 

Mr. Moffatt is a former president of 
the New Jersey association; Mr. Belk is 
one of the leading insurance men of 








CRAIG BELK 


Texas; Mr. Beggs is manager of the 
fire department of a large agency in 
Cleveland; Mr. Catlin is one of the best 
posted fire protection men in the coun- 





T. C. MOFFATT 


try, and Mr. Thomas stands unusually 
well throughout Georgia. Mr. Mancha 
has done much to put Southern Cali- 
fornia on the map of the agents’ asso- 
ciation. 

The chairman of the executive com- 
mittee is Frank R. Bell, of Charleston, 
W. Va. 

The committee has the confidence of 
all the members of the association and 
the personnel stands well with the fire 


insurance companies. There are many 
interesting subjects up for deliberation 
and the National Association is to be 
congratulated upon the type of men who 
are considering the agency problems. 
Other members of the executive com- 





JULIAN THOMAS 


mittee are President Case and Lyman 
M. Drake, Chicago. 

The association’s conference commit- 
tee consists of President Case, Chair- 





W. J. BEGGS 


man Bell of the executive committee, 
Mr. Moffatt, Fred J. Cox, Mr. Beggs and 
Frank L. Gardner, president of the New 
York Association of Insurance Agents. 





JAMES CATLIN, JR. 


New Committees 
James L. Case, president of the Na- 
tional Association oi Insurance Agents, 
announces the appointment of the fol- 
lowing committee chairmen for the en- 
suing year: 


oa 














MATT MANCHA 


Finance Committee—Glenn H. John- 
son, of Syracuse, N. Y., (re-appointed). 

Casualty Committee — Kennon  V. 
Rothschild, of St. Paul, Minn., retiring 
member of the executive committee. 

Membership Committee—J. A. Giber- 
son, of Alton, Ill., president of the Illi- 
nois Association of Insurance Agents. 
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Wants Investigation 
Of All Stock Issues 


VIEWS OF DISTRICT ATTORNEY 





Banton Says’ Insurance Proceeds 
Should Be Protected; Makes 
Speech About “Pirates” 





In a recent speech at the auditorium 
in Mount Vernon, N. Y., District Attor- 
ney Banton of New York City declarea 
that all stocks and bonds offered to the 
public for investment purposes should 
be investigated as are the issues of 
insurance, banking, trust company, and 
railroad securities. 

According to the district attorney the 
“pirates of promotion,” as he termed 
stock salesmen, have stolen from the 
people more than $700,000,000 since the 
close of the world war. 

“Week after week in the criminal 
courts of New York,” he said, “smooth 
talking stock salesmen are convicted of 
grand larceny by false representation. 
Day after day there sit in my office 
widows who have had stolen from them 
the insurance money left by their hus- 
bands, and the crippled and maimed 
who have had stolen from them sums 
received from their injuries.” 


Fire Prevention Committee—Chas, B. 
H. Loventhal, of Nashville, past presi- 
dent of the Tennessee Association of In- 
surance Agents, and a former member 
of the National Association Executive 
Committee. 

Legislative Committee—Col. Walker 
Taylor, of Wilmington, N. CG. 

Grievance Committee—J. Henry Me- 
Manus, of Hartford, Conn. 
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National’s Letters 
On Change in Field 


SUCCEEDS 


Latter Killed By Railroad Train at 
Grade Crossing; Carolinas 
Special Agent 


MINTER HAYES 


The National] of Hartford has sent to 
North and South Carolina field men 
this notice of the appointment of W. O. 
Minter, Jr., to succeed Robert G. Hayes, 
who was killed by a railroad train in a 
grade crossing automobile accident: 

To our North and South Carolina 

Agents: 

To succeed our beloved friend 
Robert G. Hayes, we announce the 
appointment of W. O. Minter, Jr., 
who for the past three years has 
been our special agent in Virginia, 
District of Columbia and Maryland. 

Mr. Minter has a pleasing per- 
sonality, is sincere, conscientious 
and dependable. He began his in- 
surance career in Virginia—his na- 
tive state—and had local agency, 
rating and inspection bureau, and 
special agency experience there 
prior to joining our organization. 
With the experience and training 
he has gained during the past three 
years in our employ, he comes to 
you well grounded in underwriting 
practices, and thoroughly familiar 
with our underwriting policy and 
method of doing business. 

We feel that both you and our- 
selves have suffered an irreparable 
loss in the death of Special Agent 
Hayes. It would be expecting too 
much for the place he oecupied in 
your hearts to be taken immediate- 
ly by Mr. Minter, but we cherish 
the hope that you will extend to 
him a cordial welcome and give to 
him an opportunity to earn a posi- 
tion in your business life and, in 
time, in your affections. 

The notice to field men about Mr. 
Hayes’ death follows: 

To our North and South Carolina 

Agents: 

It is with deep regret that we an- 
nounce the death in an automobile 
accident, near Charlotte, N. C., on 
the 26th instant, of our beloved 
friend and field representative, Rob- 
ert G. Hayes. 

We feel that the affection and 
high regard in which he was held 
by us was fully shared by you, and 
that it is fitting we should pause in 
our strenuous, busy life to pay trib- 
ute to his memory, and his many 
fine qualities. 


Of sympathetic and kindly tem- 
perament, of exemplary character 
and high principle, and of marked 
ability and wisdom—he was a man 
beloved and respected by everyone 
who knew him. 

We shall miss him, not only as a 
helpful business associate, but as a 
true friend and fine type of man- 
hood. His memory will ever be an 
inspiration to us all to attain the 
high ideals for which he stood. 

Pending the appointment of his 
successor, please communicate di- 
rect with the Home Office in regard 
to all matters relating to our busi- 
ness at your agency. 

Both these communications were 
signed by Secretary Maxwell. 





NEW HAMPSHIRE MEETING 





Passes Resolution Endorsing National 
Association of Insurance Agents; 
Praises Officers 





Hearty endorsement and pledges of 
Sincere support were given to the Na- 
tional Association of Insurance Agents 
at the meeting of the New Hampshire 
Association in recent convention at 
Concord. Appreciation of the work of 
the officers of the local body and of 


those who helped to make the 1922 con- 
vention a success was also expressed. 
The resolution passed regarding the 
National Association was as follows: 
“We recognize the great power and 
influence which has been attained by 
the National Association of Insurance 
Agents in the twenty-seventh year of 
its growth, the high ethics of the in- 
surance business for which it stands, 
and its representative character as 
standing for the agents of the country, 
therefore, be it resolved 
“That the New Hampshire Associa- 
tion of Insurance Agents in annual 
meeting convened, do hereby express 
our confidence in the work and aims 
of the National Association of Insur- 
ance Agents and its officers, and hereby 
express to the National Association ange 
its officers the hearty and sincere sup- 
port of our State Association; 
“Resolved, that we commend the in- 


defatigable work of President Case and 
his associated officers, engaged in the 
defense of our interests as agents. We 
consider the National Association is 
particularly fortunate in its officers at 
a most critical time in the history of 
insurance, and we pledge our loyalty 
to them in a continued support of their 
policies.” 
New Secretary’s Tribute 

Another tribute to the work of the 
National Association was also tendered 
in the address of Joseph Laflame, the 
newly elected secretary-treasurer of 
the New Hampshire organization. Dur- 
ing the course of his address he said 
that “few of us realize the enormous 
amount of responsibility that burdens 
the officers of the National Association 
of Insurance Agents, particularly our 
president and the chairman of the ex- 
ecutive committee. Weoas individual 
agents, members of local boards, and 


state associations, should at all times 
take an interest in our respective ter- 
ritories ourselves; thereby lightening 
the burden of the work of the National 
Association, we should pay our dues 
promptly, for it is a very small tax for 
the services rendered and protection 
afforded by reason of the existence of 
the National Association.” 

Eugene A. Beach, secretary of the 
New York Association, was the prin- 
cipal speaker at the convention. 





ENTER CANADA 

Three new American entrants to Can- 
ada for fire business last month were 
the Fire Insurance Corporation of Yew 
York, the Fire Reassurance Company of 
New York and the Rossia Insurance 
Company of America. T. Meunier, of 
the British Colonial, has the chief 
agency for the Dominion of each of 
them. 
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As the running mate of the Fireman's 
Fund, the Home Fire and Marine has 
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At the Family Home 


On one side of the main entrance is the 
bronze plate of the Fireman’s Fund: on 
the other side is that of the Home Fire 


What agents have called with enthusi- 
asm,“ the Fireman's Fund way” is likewise 
the way of the Home Fire and Marine. 





the highest traditions of the business to 
uphold. It never has failed—nor will it 
ever fail—to uphold them. 
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New Corporation To 
Guarantee Appraisals, 
Legality, Adjustments 


RICHMOND 





CAUSES TALK IN 
Ben A. Ruffin to Head _ Insurers’ 
Guaranty; $100,000 Capital; Some 
Agents Object 
The Insurers Guaranty Corporation of 
Richmond, Va., capitalized at $100,000, 
which was recently granted a charter 
is planning to operate a brokerage com- 
pany on an extensive scale that will 
guarantee legal, adjustment and ap- 
praisal service practically free of cost 
to the assured. Organization of the 
company was scheduled to be effected 
this week with Ben A. Ruffin slated for 
first vice-president and general man- 
ager. It is planned to handle all lines 
of insurance except life and eventually 
to extend the operations of the company 


throughout the country. According to 


Mr. Ruffin, formerly a member of the 


insurance committee of the American 
Bankers Association and for several 
years Metropolitan manager for the 
General Accident in New York, who is 
now conducting a local agency in Rich- 
mond under the style of B. A. Ruffin & 
Co., the plans and purposes of the In- 
surers Guaranty Corporation has the 
hearty endorsement of Commissioner 
Button, of the Virginia Bureau of In- 
surance. That it is sound financially is 
indicated by the fact that leading Rich- 
mond bankers, including John Skelton 
Williams, former Comptroller of the 
Currency, have given their endorsement 
and approval, according to Mr. Ruffin. 

The idea was conceived by J. Preston 
Carson, an insurance attorney of Rich- 
mond, who is to be general counsel of 
the corporation, and it stated that the 
contract forms and other phases of the 
plan have been copyrighted. In order 
to eliminate the possible suggestion or 
suspicion of a rebate, a nominal annual 
fee of $5 will be charged for the service 
guaranteed the assured when his busi- 
ness is written on the customary brok- 
erage basis. 

A number of business and _ profes- 
sional men of Richmond, including 
heads of large ‘business concerns, are 
interested in the enterprise and it is 
stated that a considerable volume of 
business from this source is already 
assured. 

As Mr. Ruffin outlined the plans, prac. 
tically the only person who would suf- 
fer by their operation would be the 
solicitor whose usual commission of 
10% would go into the coffers of the 
corporation in the shape of brokerage. 
The agent would retain the remaining 
portion of the commission as he does 
now. It is understood, however, that 
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The Soft Coal Hazard 


HE change of fuel this winter from hard to soft coal, 
made necessary in many places because of the recent 
coal strike, is a source of potential danger. 


Soft coal makes thick soot in chimneys. Frequently this soot 
becomes ignited with damaging results. Chimneys can be 
cleared of such dangerous accumulations by lowering and 
raising a brick, wrapped in some soft material, through the 
chimney flue until the chimney is clean. Better still, sug- 
gest that a competent chimney sweep be engaged. 

Soft coal, when wet, is very susceptible to spontaneous 
combustion. For this reason it is wise to store in small piles 


of little depth and to keep dry. 


These are just simple precautions, but well worth the 
attention of your clients and prospects. Such infor- 
mation, coming from you, their insurance advisor, 
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the agents do not view the project with 
favor. According to Mr. Ruffin, two of 
them to whom it was submitted voiced 
their disapproval on the ground that 
the service which the corporation pro- 
poses to give is not needed. 


If the agents object to handling the 
business that has been brokered, he 
says, a way can readily be found to 
take care of it. For instance, it might 
be handled through his own agency 
which he is planning to transfer to his 
brother. Companies now planted in this 
agency are the British America, Home 
of New York, the Columbia, and the 
Standard Accident. Other companies 
might be added as the occasion de- 
manded., 

It is understood that Charles M. Rob- 
inson, Richmond architect, will be in 
charge of the appraisal work of the 
corporation. 

Among the incorporators are James 
A. Moncure, director of the Federal Re- 


serve Bank of Richmond; Harry M. 
Smith, of Smith & Gordon, Richmond 
attorneys; Hiram M. Gates, of E. W. 
Gates & Son Company, wholesale gro- 
cers, and G. B. Sydnor, of Sydnor & 
Hundley, retail furniture dealers. 


VISITED NEW YORK AGENTS 

President Hawley, of the Ohio Farm- 
ers, recently made a trip through New 
York State visiting Ohio Farmers agen- 
cies. He started at Buffalo and touched 
Rochester, Syracuse, Lyons, Utica, 
Glens Falls, Kingston and various other 
points. He and Mrs. Hawley spent the 
week-end at Princeton with their son 
Robert. 





W. B. STOPPARD DEAD 
William B. Stoppard, for some years 
a prominent agent in Cortland, N. Y., is 
dead. He was seventy-two years old, 
and became engaged in the fire insur- 
ance business in 1903. 


COLUMBIANS TO MERGE 





Indiana Company Will Unite With 
Michigan Organization; Change 
Officers; Increase Surplus 





The merger of the Columbian Na- 
tional, of Michigan, and the Columbian, 
of Indiana, has been approved by the 
insurance commissioners of both states 
and will be consummated as soon as the 
audit of the companies has been com- 
pleted, according to news dispatches 
this week. The officers of the new com- 
pany will be James J. Carey, president; 
J. Gerson, of Detroit, vice-president, and 
Edward T. Lyons, secretary with full 
charge of the underwriting. 

It is expected that there will be a 
reorganization of the company’s 
finances so as to release a_ larger 
amount of money to the surplus. About 
a month ago the affairs of the com- 
panies were aired when Commissioner 
Donaldson, of Pennsylvania, demanded 
a change in the management. He said 
that he believed the company was in- 
efficiently handled and that unless the 
change was made it could not be al 
lowed to do business in Pennsylvania. 
He asserted that underwriting losses 
totalling more than $500,000 had been 
sustained since 1914. 





HANDLING AUTOMOBILE 

The Mechanics and Traders Insurance 
Company of New Orleans has an- 
nounced that Haberstich & Company, of 
the Commonwealth Building, Pitts- 
burgh, is now representing its automo- 
bile department in this territory. R. A. 
Haberstich, long identified in automo- 
bile and casualty insurance circles, is 
confident of building up a big business 
for the Mechanics and Traders. 





DINNER FOR ZWEIG 
Henry M. Zweig, formerly of the Na- 
tional of Hartford in Philadelphia, and 
recently made manager of the broker- 
age department of the New York City 
office, was the guest at a banquet in his 
honor at the Hotel Walton last night. 
Sixty places were laid for guests from 

all parts of the United States. 


The owner of a frame building in 
Cleveland has been fined $200 for 
neglecting to raze the structure, which 
was condemned not long ago as a fire 
hazard. 





BEST ON RECIPROCALS 
(Continued from page 18) 


amount of the premium deposit (which 
would not be equitable) and not merely 
upon the earned portion thereof, (which 
is the proper basis). It is clear, there- 
fore, that the liability for unearned pre- 
mium deposits should be computed up- 
on the full amount thereof, without de- 
ducting the management expenses, even 
though such deduction is permitted by 
the laws of some states.” 
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Insurance Exchange 
For Philadelphia 


IT MAY COST $2,500,000 
New Structure to Be Located on Wal- 
nut Street and Fourteen Stories 
High 

Insurance circles throughout Phila- 
delphia are interested in the announce- 
ment of the building of an insurance 
exchange to be located on Walnut street 
between Third and Fourth and to be 
erected at a cost of $2,500,000 in the 
center of the insurance zone. It is 
understood that the financing has beeu 
successfully completed by private inter- 
ests. There appears to be a divergence 
of opinion, however, as to the feasibility 
of establishing such an elaborate pro- 
ject at a time when the trend of busi- 
ness is extending toward Broad and 
Arch streets and away from the old 
Colonial part of the city. 

The new insurance exchange building 
will be fourteen stories high and will 
have a frontage of over 100 feet on 
Walnut street and extend 260 feet south 
to Willings Alley, occupying the site 
of the Friends’ Almhouse estate now 
comprising the buildings on Walnut 
Place. It will be fireproof throughout 
and is planned to rival in size and 
beauty the famous insurance exchange 
of Chicago. It will be built of Indiana 
limestone with a massive base of gran- 
ite and eighty-foot returns. 

Extending through the center of the 
exchange to Willings Alley there will 
be a handsomely lighted two-story 
arcade on which will front numerous 
offices specially designed for the re- 
quirements of agenis and brokers, while 
there will be a similar series of offices 
on the mezzanine floor. Seven high- 
speed elevators will be installed to ade- 
quately handle freight and passengers. 

Auditorium and Swimming Pool 

In the rear of the first floor prelimi- 
nary plans call for an attractive audi- 
torium with a seating capacity for more 
than 500 persons while in the basement 
there will be a large swimming pool, 
shower baths, and dormitories. There 
will also be a large storage vault in 
which agents and brokers will be en- 
abled to store policies, contracts, and 
other valuable documents. A_ large 
restaurant will be established on the 
top floor of the building. 

There seems to be opinions, however, 
that Philadelphia’s old insurance center 
along Walnut street and about Inde- 
pendence Square will eventually become 
established in the neighborhood of the 
City Hall, radiating along Broad and 
Arch streets, as the trend of business 
is in that direction. For this reason 
the officials of certain large insurance 
companies that have been located near 
Independence Square for many years 
past question the: feasibility of such an 
elabo.ate project from a permanent 
standpoint. 

On the other hand, other insurance 
Officials and agents express the opinion 
that the old insurance center about In- 
dependence Square will remain where 
it is for many years to come. They 
back up their opinions by pointing out 
the fact that the new Independence In- 
demnity is to build a new handsome 
building in the Independence Square 
section. 

The same opinion is expressed by 


many prominent agents and brokers in 
New York City who are deeply inter- 
ested in the announcement of Philadel- 
phia’s new insurance exchange. 

“The insurance center of any large 
city like Philadelphia will always be 
closely located to that of banking,” said 
a manager of a large company. “Ths 
is because insurance is so closely 
associated with finance. Where you 
find the banking interests centered 
there also will you find insurance. 
South Walnut street is, and will prob- 
ably always be, the financial center of 
Philadelphia. Such firms as Drexel & 
Company as well as many of the city’s 
banks and trust companies are locatea 
along Walnut street and near Indepen- 
dence Square and I have not heard that 
they have any intention of moving 
away. The same thing was, said about 
the newspaper center of New York City 
it will be remembered. When the New 
York Times moved up to what is now 
Times Square it was said that this lo- 
cality would quickly develop into the 
city’s future Park Row, but it never 


The active spirit of Philadelphia’s 
insurance exchange project is said to 
be Arthur Freeman, a consulting en- 
gineer, while the architects are Steel 
& Register. 


JOINS GAMEWELL COMPANY 


F. A. Raymond, who has been an engi- 
neer of the Nationsl Board of Fire Un- 
derwriters for the past eighteen years, 
has tendered his resignation to take 
effect on November 30. He is to go 
with the Gamewell Fire Alarm Tele- 
graph Company of Newton Upper Falls, 
Mass., as research and consulting engi- 
neer. Mr. Raymond is a graduate of 
Yale University, class of 1896, and join- 
ed the National Board in 1904. He was 
a field engineer to 1913, when he was 
called to the head office, where he spe- 
cialized on fire alarm and electrical 
equipment matters. 





DEFENSE PROVES LIABILITY 

The appellate division of the New 
York State supreme court has ruled 
that a company may not undertake the 
defense of a suit and then disclaim 
liability. Miss Frances Farrell, of 47% 
Drew avenue, Brooklyn, received a 
judgment for $7,500 in a suit resulting 
from injuries suffered when struck by 
an automobile covered by one of the 
policies of the Merchants Mutual Auto- 
mobile Liability. 

The company undertook the defense 
but, when efforts at settlement had 
failed and the case was ready for trial, 
disclaimed liability because it had not 
received prompt notice of the accident. 
The court held that the insurance com- 
pany must pay. Suit was brought 
against Louis Helfer as owner of the 
machine. 


CHAS. H. POST, U. 8. Mgr. 
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Prominent Insurance Executive Asks 
Heads of Other Companies to Be His 
Guest at Maryland Race Track 


Colonel Hamilton’s Pimlico Party to Include Lunch at Maryland 
Jockey Clubhouse and Dinner at His Home—Fidelity 
& Deposit Executives Believes Business Will Be 


Benefited By Holiday 


Colonel E. A. Hamilton, executive 
director of the Fidelity & Deposit Com- 
pany, returned from Europe on the 
Mauretania Friday of last week and 
soon after his arrival sent out invita- 
tions to a number otf prominent officers 
of surety and casualty insurance com- 
panies inviting them to be his guests 
at the Pimlico Race Track in Maryland 
on Saturday of this week. There will 
be a luncheon at the Maryland Jockey 
Club and after the races, which will in- 
clude the famous Pimlico Cup Race, 
they will be guests of Colonel Hamilton 
at his beautiful home in Baltimore. Sat- 
urday is the last day for races at Pim- 
lico this season, and it is a great gala 
event in Maryland. 

This is probably the most unique go- 
cial affair of the kind that has ever 
been arranged by an insurance man, 
and is in keeping with the fine work 
which Colonel Hamilton has done since 
entering the insurance business’ in 
bringing the leading insurance men to- 
gether for the purpose of engendering 
good fellowship and stimulating the 
spirit of harmony. Surety and casualty 
insurance is a business of large person- 
alities, strong, vigorous figures who 
often have been out of concord merely 
for neglect of comradeship. When the 
insurance men have gotten together 
socially good results have always fol- 
lowed, and in view of the present con- 
ditions in the business, there is no doubt 
the Pimlico gathering will be a great 
success. A complete list of those who 
have been invited is not available, but 
it includes some of the most prominent 
men in the business. 

Colonel Hamilton's trip to the other 
side was his tenth and this time was 
confined to Francs, England and Bel- 
gium. He landed at Boulogne with Mrs. 
Hamilton and motored to Paris. While 
in France he visited Rheims and Ver- 
dun among other places. He expressed 
himself as being amazed at the amount 
of reconstruction that has taken place. 
He passed at least twenty-five or thirty 
brick factories, all of them busy. The 
work of reconstructing the Rheims 
Cathedral is proceeding slowly. It now 
has a roof over its head and is getting 
back into presentable shape. 

One of the interesting sights to mo- 
torists in France now is the mountains 
of coal, part of the German reparations 


for Insurance Heads 


payments. These are piled from four 
to six hundred feet high, but, unfortu- 
nately, are not of much value because 
freight rates are so high it is unprofita- 
bit to move the coal far. In some cases 
it is not being moved at all. French- 
men living within fifty miles of the 
coast are bringing coal over from Eng- 
land. The French are rapidly becom- 
ing resigned to the belief that America 
will stay on its side of the ocean and 
that France will have to solve her own 
problems. 

In England the pound is gradually 
getting back to normal value, and when 
Colonel Hamilton left it was $4.46. He 
said that the resignation of Lloyd 
George was not unexpected, as the pub- 
lic felt that he had not carried out some 
of his promises. In other words, too 
much had been promised which could 
not be performed. However, Lloyd 
George is such a vital figure, so re- 
sourceful and aggressive, and possess- 
ing such fine intuitive instincts as to 
what the public wants, that he will for 
some time be a prominent factor in poli- 
tics there. The new cabinet, distin- 
guished, young and capable, was well 
received by the British daily papers. 
They felt that Bonar Law had made 
wise selections. Three members of the 
cabinet are direct descendants of prime 
ministers and much is expected of them. 

Colonel Hamilton said the prosperity 
of Belgium could be noted immediately 
when crossing the border. 

Mrs. Louisa Holladay McCarthy, 
widow of William H. McCarthy, for 
many years secretary of the Virginia 
Fire and Marine, died the night of No- 
vember 3 at the home of her son, Frank 
J. McCarthy, state agent for the Home 
of New York with headquarters at 
Richmond. 
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Insurers Make Appeal 
In “Collision” Case 


BEFORE APPELLATE DIVISION 


Marine Underwriters Still Hold That 
Contact With Nen-Navigable 
Object is Unrecoverable 


The case of the Carroll Towing Line, 
Inc., against the Aetna and Franklin 
fire insurance companies, in which is 
involved a question of law regarding 
the definition of “collision,” has gone 
before the Appellate Division of the 
New York State Supreme Court. In 
the trial court judgments were given 
in favor of the plaintifis and these were 
affirmed by the Appellate Term. An- 
other appeal was then taken by counsel 
for the insurance companies, Harring- 
ton, Bigham & Englar, and the case 
was heurd last week. This litigation 
has attracted wide interest because the 
generally accepted construction of “col- 
sision” in marine insurance circles is 
at stake. 

The two actions were tried together 
and were brought originally on two 
policies of marine insurance issued in 
favor of the plaintiff-respondent on the 
steamtug John O. Carroll. The policies 
were practically identical in form and 
substance. Only one issue is involved 
in the appeal and that is a question 
of law. it may be stated as follows: 
Does accidental contact between a ves- 
sel and a floating but non-navigable ob- 
ject constitute ‘a collision within the 
meaning of that term as used in a 
policy of marine insurance? 

Appellants contended that the word 
“collision” as used means fortuitous 
contact between two vessels or other 
navigable objects. There was no such 
contact in the present cases. “It seems 
never to have been doubted, indeed, that 
the accidental striking of any floating 
or sunken object would constitute a 
peril of the sea but in a well considered 
case it has been held that the term 
‘collision’ as used in a marine policy 
means only the act of ships or vessels 
striking together, and does not embrace 
the striking of a sunken or floating 
substance.” (Cline vs. Western Assur- 
ance). 

And in a New York case, while doubt 
was cast on the rule just stated, it was 
nevertheless held that the deliberate 
forcing a boat through the ice did not 
constitute a collision. The element of 
chance or unintentional striking the 
court considered as _ indispensable. 
(Cooley, Briefs on the Law of Insurance 
vol. 3, P. 2893). 

The case of Cline versus the Western 
Assurance is previsely in point, accord- 
ing to the appellants, and contains an 
exhaustive discussion of the matter and 
an analysis of the authorities. It ap- 
peared in that case that a policy of 
insurance on a steamtug contained a 
clause which provided that the insur- 
ance company was not liable for “loss 
or damage caused by the bursting or 
collapsing of boiler or boilers or the 
breaking of machinery, unless caused 
by stress of weather, stranding, burn- 
ing or collision.” This clause is prac- 
tically identical with the clause con- 
tained in the two policies covering the 
steamtug in the present case. The 
complaint alleged that certain of the 
machinery of the tug had been broke» 
by collision “with some sunken or float- 
ing obstruction,” which is precisely the 
contention of the plaintiff-respondent. 
The court held that the term “collision” 
meant contact with another vessel or 
navigable object. 

Respondent contended that the dam- 
age to the tug was caused by her strik- 
ing a log or other water-borne obstruc- 
tion. The loss was by collision withtn 
the meaning of the policies, in the opin- 


. 


RECOMMEND LONDON RULES 
Judge Hough at Brussels Says Conclu- 
sions Are in Accordance With Wish- 
es of International Commerce 

News is slow in coming into this 
country reporting the progress of the 
International Conference on Maritime 
Law recently in session at Brussels. 
Meagre reports, mostly from the Reuter 
Bureau, indicate, however, that progress 
was being made and conclusions satis- 
factory to the varied interests were 
reached before the adjournment of the 
conference. At a late plenary session 
of the conference Judge Hough, one of 
the two American delegates and chair- 
man of the committee considering inter- 
national regulations to be adopted with 
reference to bills of lading, said his 
committee had come to the unanimous 
conclusion that the regulations ap- 
proved by the London Conference were 
to be recommended as being in accord- 
ance with the wishes of international 
commerce. The British delegation sup- 
ported him. 

M. Franck, Belgian delegate, Minister 
of the Colonies, and presiding officer at 
the conference, declared that there was 
good reason to agree to the report of 
the sub-committee which found that the 
text of The Hague Rules as amended 
by the London Conference represented 
a compromise between business men 
and a bargain between the divergent 
interests of owners and shippers. 

At another session Judge Hough de- 
clared that the United States would 
never consent to the suppression in a 
treaty of any privileges now accorded 
to parties interested in the conference. 


RUSH WRITES ON PILFERAGE 

Benjamin Rush, president of the In- 
surance Company of North America, 
has written for the current issue of 
“The Nation’s Business” a worth-while 
article on theft and pilferage conditions 
He goes into the subject exhaustively. 


ion of the Carroll Towing Line. The 
principle of construction by which the 
language of the insurers is to be under- 
stood according to the expectations of 
the insured derives additional force in 
this case from the fact that all doubt 
could have been removed and the sense 
for which the insurers now contend 
could have been brought home to the 
understanding of the insured at the 
time the policy was presented to him 
by the simple addition to the word col- 
lision of the words “with other vessels.” 
Especially is this true in view of the 
fact that in this state an enlarged un- 
derstanding of the meaning of the term 
collision in insurance matters has pre- 
vailed ever since the Court of Appeals 
discussed the subject in the Newtowne 
Creek Towing Co. versus the Aetna 
Insurance Company (163 N. Y., 144). 
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PEACE IN BURLAP CIRCLES 
Competition Stopped Without General 
Lowering of Rates; Losses Too 
Heavy to Allow Cuts 





The upset in the burlap and jute 
agreement that for a short while threat- 
ened to develop into a serious rate war 
is reported from authoritative sources 
to have been settled without sacrifice 
by member companies. Although it is 
not possible to learn just what meas- 
ures were taken to bring to terms the 
company that broke the rates fixed by 
the association, it is stated that cut-rate 
competition has been eliminated and 
the company is again in the fold quot- 
ing according to the tariff. Moreover, 
the fight did not proceed far enough for 
many accounts to be transferred from 
one office to another. 

At the meeting held to decide upon 
the procedure most advisable to take to 
prevent an upset in the burlap agree- 
ment the verdict was that companies 
should not lower their rates to meet 
competition and thus wipe out the ad- 
vantage held by the dissenting com- 
pany. In view of highly unfavorable 
results on burlap underwriting in the 
last few years, the fire hazard being 
most disastrous according to reports, 
underwriters agreed that no general 
lowering of burlap and jute schedules 
was possible. In fact, the majority of 
sentiment appears to be that rates 
should be raised to justify that protec- 
tion now afforded policyholders. Avoid- 
ing disagreeable consequences and the 
maintenance of the fixed tariff by the 
companies warrants commendation. 

From certain sources it has been 
learned that upon the publication of an 
article in a recent issue of The Eastern 
Underwriter to the effect that a break 
had occurred in the burlap ranks a host 
of brokers immediately made inquiries 
to learn the name ot the company offer- 
ing lower rates. Generally speaking, 
brokers are mighty eager to further the 
downward sweep of marine rates in any 
direction and they were on this occa- 
sion alert to help the cause along. How- 
ever, the action to restore peace in the 
burlap pool choked off prematurely the 
brokers’ efforts. 
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ANNEXES IN AUTO FIELD? 
Strong Feeling That Underwriters’ 
Agencies Shouid Not Be Given 
Full Recognition 





In automobile circles an increasing 
number of underwriters are coming 
around to the belief that company an- 
nexes and underwriters’ agencies should 
not be recognized ag upon an equal 
basis with parent companies. The feel- 
ing is widespread that if permission is 
specifically granted companies to ap- 
point, say, one agent for a company and 
one for an underwriters’ agency in a 
community where the company is al- 
lotted two agents, it will only be a 
question of time before the wedge is 
widened and the annex is granted the 
same representation as the company. 
The latter situation is closely akin to 
multiple agencies, which in themselves 
are a thorn in the side of local agents 
and a source of continual friction be- 
tween underwriters and their represen- 
tatives. 

The governing committee of the Na- 
tional Automobile Underwriters Confer- 
ence will soon have the task of reach- 
ing a decision relative to the future 
standing of annexes in conference cir- 
cles. The Eastern Conference could ar- 
rive at no agreement at its recent meet- 
ing, and, according to reliable informa- 
tion, will surrender the question to the 
parent organization for solution. Of 
course there are companies that assume 
the stand that as several underwriters’ 
agencies now are recognized by some 
sectional conferences—their present 
status being gained by virtue of mem- 
bership in the conferences long before 
any unfriendly reactions took shape— 
that other annexes should be eligible 
for membership. The problem is an 
interesting one to watch from the side 
lines, for the importance of the final 
decision can scarcely be overestimated 
in its effect on the future conduct of the 
agency business. 





AGAINST TAX AND HAGUE RULES 


Claim is made by the American 
Steamship Owners Association that The 
Hague Rules as amended by the Euro- 
pean conferences will, if adopted, add 
further expenses to the costs of operat- 
ing American vessels. This claim was 
made by Counsel Ira D. Campbell at an 
executive meeting of the association 
last week. President Raymond was re- 
quested to appoint a special committee 
to consider the proposed uniform state 
model marine insurance bill which will 
soon be introduced in several state leg- 
islatures, including New York. The 
main features of the bill are acceptable 
to the association, but it is practically 
certain that there will be opposition to 
the idea of placing a tax on the pre- 
miums paid to unadmitted foreign in- 
surers, 





S. E. U. A. MEETING TODAY 


The annual meeting of the South- 
eastern Underwriters Association will 
be held today at the Carolina Hotel, 
Pinehurst, N. C., the meetings of the 
executive committee having been held 
yesterday and Wednesday. It is natural- 
ly expected that the proposition of Col- 
onel Button of Virginia to divorce Vir- 
ginia from the S. E. U. A. will come up 
for thorough discussion. 
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A, F, I. A. Manager Back 
From European Trip 


MAKES MARINE APPOINTMENTS 





John Ferguson Visits Seven Countries 
in Northern Europe; Comments 
on General Conditions 





John Ferguson, marine manager of 
the American Foreign Insurance Asso- 
ciation, has returned from his trip to 
Kurope lasting several months, during 
which time he visited the British Isles, 
Norway, Denmark, Sweden, Holland, 
Belgium and France. In these coun- 
tries he secured marine underwriting 
representatives for the association and, 
using his own words, he made connec- 
tions with the “cream” of underwriting 
talent. Upon his return to this country 
Mr. Ferguson brought his family with 
him and will soon become a permanent 
daily commuter from New Jersey. 

From observations made by Mr. Fer- 
guson in foreign underwriting markets, 
his conclusions are in accord with those 
of others recently arrived from abroad. 
Most of the markets are doing only a 
fair volume of business, but the general 
tone is better than that prevailing ear- 
lier in the year. Despite economic up- 
heavals, marine insurance is viewed 
with less pessimism: than before. 

Commenting upon two important 
auestions of the day, namely the future 
of hull and theft and pilferage coverage 
Mr. Ferguson is naturally disappointed 
at the failure of the Hull Agreement to 
have been maintained in force. As a 
consequence of its being discarded, the 
hull market is face to face with the 
problem of next year’s rates and condi- 
tions. Instead of the artificial 
method of keeping values inflated to 
bolster premium volume with respect to 
particular average insurance Mr. Fergu- 
son offers the opinion that true hull 
values ought to be ascertained, even 
though they are today low, and proper 


Mutual Section of Marine Bill 


Title Il. Classes of Insurers Which May 
Be Authorized or Licensed to 
Transact the Business of 
Marine Insurance 


Section 3. <A marine, fire-marine, or 
fire insurance stock or mutual insurance 
corporation, individual underwriters 
and associations of insurers upon the 
Lloyd’s plan, may be organized, ad- 
mitted or licensed te write marine in- 
surance (as in this Act defined and pro- 
vided), including re-ingurance and all 
kinds of automobile insurance, and no 
such insurer shall transact marine ingur- 
ance in this state unless duly licensed 
by the Commissioner of Insurance. Pro- 
vided that nothing in this Act shall be 
construed to prevent any insurer now 
organized or licensed under the laws 
of this state, for the transaction of the 
business of insurance therein, from con- 
tinuing to transact those kinds of in- 
surance which it may have been author- 
ized to transact on the first day of Jan- 
uary in the year nineteen hundred and 
twenty-two. 

Title Ill. Organization and Licensing of 
Marine Stock Insurance Corporations 
Section 4. No domestic or foreign 

stock insurance company shall be or- 

ganized or licensed to transact the busti- 
ness of marine or automobile insurance 
in this state unless— 


(a) It has a capital stock actually 
paid in, in cash or invested as provided 
by the law of this state or the law of 
the state under which it is organized, 
of at least $100,000 for marine insur- 
ance, nor unless it has a surplus in cash 
or other lawful assets over its author- 
ized capital and all other liabilities of 
at least $50,000; 

(b) With an additional $50,000 of 
capital stock and $25,000 of surplus for 
automobile insurance if transacted by 
such company. 

No alien stock insurance company 
shall be licensed to transact the busl- 


rates fixed accordingly. An edifice con- 
structed upon artificial foundations is 
certain to collapse in time just as the 
system used in underwriting hulls has 
been open to abuse and criticism. 

Of general interest in English circles, 
naturally, is the abrogation of the 75% 
theft and pilferage agreement and the 
substitution of the full value clauses 
with restrictions contained in the older 
form. The Atia’s marine manager said 
that he saw signs of what would happen 
prior to his sailing for New York, a 
tew days before the actual meeting to 
kill the agreement. It is Mr. Ferguson’s 
belief that, in addition to the element 
of competition which finally brought the 
theft agreement into such a position 
that many companies were forced to re- 
sign in order to preserve their accounts, 
there has been healthy improvement in 
theft conditions. The restricted value 
clause served its purpose of stimulating 
carefulness and initiative among mer- 
chants and steamship owners until theft 
losses, formerly appalling and stunning 
even to a wild imagination, were 
brought under some semblance of con- 
trol. Today, while the restricted clause 
might still be useful, the fact that it 
has been cast aside does not leave the 
market in such a technically weak posi- 
tion as it was when thieving was at its 
height. 

Mr. Ferguson has fitted up his offices 
here with an attractive set of wall maps 
of the world and individual continents 
that afford him at a glance views of the 
American Foreign Insurance Associa- 
tion’s position the world over. 





NO ROCK BOTTOM TO RATES 


One prominent underwriter in the 
marine insurance district is father of 
the words that “I doubt whether we are 
earning an honest living selling goods 
below cost.” Asked whether he did not 
believe that rates had struck rock bot- 
tom he replied with the remark that 
there was no rock. “We are wallowing 
in the mud of low rates,” was his re- 
joinder. 


ness of marine or automobile insurance 
in this state unless— 

(a) It has a surplus of assets invested 
according to the laws of this state or of 
the state in the United States where it 
has its deposit, held in the United States 
in trust for the benefit and security of 
all its policyholders in the United States 
over all its liabilities in the United 
States, of at least $150,000 for marine 
insurance; 

(b) With an additional $75,000 of sur- 
plus for automobile insurance if trans- 
acted by such company. 

Title IV. Organization and Licensing of 


Mutual Marine Insurance 
Corporations 


Section 5. No mutual marine ingur- 
ance company shall be organized within 
the state unless it has applications from 
at least two hundred persons for each 
class of insurance it may be authorized 
to write aggregating not less than $500,- 
000, the maximum amount of insurance 
applied for in any application on any 
risk not exceeding one-half of 1% of 
the aggregate amount, nor three times 
the average amount of insurance ap- 
plied for in the several applications. 
No such mutual company shall be se 
authorized unless it has received in 
cash, with respect to each such class 
of insurance written, at least one ad- 
vanced periodical premium on each 
such application, aggregating at least 
$10,000, nor unless it has a surplus of 
$10,000 in cash or other lawful invest- 
ments above its liabilities, including the 
liability equal to the aggregate amount 
of premiums so advanced. 

No foreign or alien mutual marine 
insurance company shall be licensed in 
this state unless it hds a surplus over 
liabilities amounting to $100,000, or in 
lieu thereof a surplus amounting to 
$10,000 and an additional contingent 
liability of its policyholders equal to 
not less than the cash premium ex- 
pressed in the policies in force. 

















THE LAW 


Relating To 


Automobile Insurance 


as stated and applied in the decisions con- 
cerning AUTOMOBILE FIRE — THEFT — 
COLLISION—TRANSPORTATION and 
INDEMNITY 
insurance policies from the first reported 
case in 1908 to the latest in June, 1921, with 
analyses of the cases 


By JOHN SIMPSON 


The subjects treated cover every point 
which has arisen in the higher courts re- 
garding automobile insurance and include: 
Power to Write Automobile Insurance, 
Constitution of the Contract, Construction 
of Policies, Representations and Warran- 
ties, Valued Policies, Depreciation, Refor- 
mation and Cancellation, Proofs of Loss, 
Powers and Authority of Agents, Brokers 
and Adjusters, Arbitration, Appraisal and 
Award, Extent of Loss and Option to Repair, 
Subrogation, Dealers’ Policies, Reporting 
Fire Losses, What Constitutes Theft, Re- 
porting Theft Losses, Return of Recovered 
Automobiles, What Constitutes Collision, 
Losses in Transportation, Violations of Law 
by Insured, Settlements with Injured Per- 
sons, Interference with Negotiations and 
Suits, Notice of Accidents, Reference to 
Insurance in Negligent Actions, Actions and 
Defenses, Public Service Vehicle Bonds, 
etc., etc. 
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CASUALTY AND SURETY NEWS 








Falconer Found 
Optimism in West 


TRIP TO COAST 


President of Norwich Union and Phoe- 
nix Indemnity Made Two. Addresses 
While Away 


BACK FROM 








W. G. Falconer, president of the Nor- 
wich Union Indemnity and the Phoenix 


Indemnity, has returned from a trip 
which took him as far as the Pacific 
Coast. He attended the convention of 


the National Association of Insurance 
Agents at Hot Springs, going from there 
to Texas, visiting Dallas and San An- 
tonio. In the latter city he addressed 
the local fire insurance exchange, dis- 
cussing casualty problems. 

From there the principal points in 
his itinerary were Los Angeles, San 
Francisco, Denver, Omaha and Chicagw. 
It was his second trip to the Coast. In 
Los Angeles he addressed about forty 
agents and brokers from southern Cali- 
fornia of the Norwich Union who ten- 
dered him a dinner. Mr. Falconer 
found a general spirit of optimism pre- 
vailing in the country relative to gen- 
eral business conditions. That the 
country is on the eve of more’ prosper- 
ous conditions seems evident to all 
traveling observers. 

Mr. Falconer was not only amazed at 
the growth and progress of Los Angeles 
but was very much impressed by the 
alert, keen type of business man there. 
The insurance and financial district in 
San Francisco gives an impression of 
great solidity with its beautiful anda 
stately buildings. Among the buildings 
which the casualty president noted par- 
ticularly were those of the Commercial 
Union, Royal, Fireman’s Fund and 
Standard Oil Company. 

The automobile business is growing 
so rapidly that Mr. Falconer said it 
will shortly surpass the compensation 
business in volume. 

Mr. Falconer found the commission 
situation to be a subject of live dis- 
cussion, there being considerable dis- 
satisfaction He assured the agents 
that in his opinion the New York con- 
ferences would be successful in straight- 
ening out the situation, resulting in 
more equity and co-operation. 

Suggestions to Agents 

Also, in his talks before the insur- 
ance agents, President Falconer empha- 
sized the desirability of agents aligning 
themselves with local associations or 
state associations of insurance agents, 
and making note of that fact on their 
letter heads and in their advertising. 
He felt that this would tend to increase 
the prestige of agents in their com- 
munities as it told clients that they 


were experienced insurance men; in 
other words, specialists. 
Another point he emphasized was 


that in their public relations the local 
insurance representatives should al- 
ways put the best foot of insurance for- 


ward, calling to the attention of their 
clients what the companies and the 
great organizations of the companies 


are doing in stimulating fire protection, 
safety prevention work and generally 
doing a major public service in cutting 
down fire and accident waste, as well 
as saving of life. He also. said that 
in the publicity of the agents there 
were fine opportunities to draw atten- 
tion to the liberal manner in which 
companies settle their losses, the hon- 
est individual getting such square and 
prompt treatment that the insurance 
companies have well earned the esteem 
in which they are held by the intelli- 
gent public. The country greatly ben- 
efits by their liberal treatment of in- 
urance clients. Agents can help create 
this favorable publie opinion, not only 


in their direct relation with clients and 


in advertising, but also at their con- 
ventions. 
Praises J. G. Mays 

In talking with the representative of 
The Eastern Underwriter President 
Falconer stopped to pay a tribute to 
J. G. Mays, retiring secretary of the 
Norwich Union and Phoenix Indemnity, 
who has gone with the Royal Indemnity. 
He said: “We were very sorry to lose 
Mr. Mays, as we found him to be an 
efficient and able officer who helped us 
materially from the start of our com- 
panies.” 





METROPOLITAN CLUB ACTIVE 
Fidelity & Deposit Plans Active Season 
for Producers Organization; 
Watch Smith Nominated 

The Metropolitan Club, composed of 
producers associated with the New 
York office of the Fidelity & Deposit, 
started the year with an interesting 
meeting at the Democratic Club the 
evening ex-Governor “Al” Smith  ac- 
cepted the nomination for Governor. 
Thirty members listened to talks by 
Vincent Cullen, John A. Griffin and sev- 
eral others. Vincent Cullen was elected 
president for the year 1922-23; John A. 
Griffin, vice-president, and J. F. O’Hea, 
secretary. 

Mr. Cullen gave an interesting talk 
on “Boosting Production” and Mr. Grif- 
fin followed with a talk on “Turning 
Down Bonds.” The atmosphere of the 
meeting was enthusiastic and a rapid- 
fire discussion was only interrupted 
when the band announced the entrance 
of ex-Governor Smith. 

The next meeting of the club is 
scheduled for November 23, at the New 
York Athletic Club, Fifty-ninth street 
and Fifth avenue. The activities of the 
club are intended to be of such a nature 
that drives for business and_ special 
activities will not be necessary. 





ACTUARIES TO MEET 

Annual Session Scheduled at 
Pennsylvania Includes Inter- 

esting Program 

Five amendments to the Constitution 
of the Casualty Actuarial Society will 
be considered at the annual meeting 
scheduled to be held at Hotel Pennsyl- 
vania, New York, Nov. 17. The elec- 
tion of officers and members of the 
council will constitute the balance of 
the business. New papers will be read 
and discussion of papers read at the last 
meeting of the society will be taken up. 

Luncheon will be served at the hotel. 
An address by an invited guest on a 
topic of live interest is promised by the 
program committee. Return cards indi- 

cate a large attendance. 


Hotel 





CHANGE OF OCCUPATION 
In a recent decision of the Appellate 
Division, New York Supreme Court, it 
was decided that failure to notify in- 
surer of change of occupation is not a 
breach of warranty of accident insur- 
ance policy. 
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Bankers’ Association 
Insurance Report 


BLANKET BONDS 


What Lloyd’s is Doing; $25,000 Covers 
Five or Less Employes 
for $600 





MUCH ABOUT 





The report of the insurance commit- 
tee of the American Bankers Associa- 
tion, made at the recent big annual con- 
vention, was of unusual importance. 
Arthur G. Foreman is chairman of the 
committee. The report follows: 

During the period ,covered by this 
report, twelve months, September 1, 
1921, to August 31, 1922, the insurance 
committee has been very active, owing 
to the number of burglaries, hold-ups 
and defalcations. The banks generally 
also have increased their insurance cov- 
erage and have submitted their various 
burglary, fidelity and blanket bonds to 
the insurance committee for inspection, 
opinions and coverage. 

Every member that has been burglar- 
ized or held up has been written to 
regarding its loss, with the suggestions 
that the poligy covering same be sent 
by registered mail to the secretary of 
the committee for inspection so that 
the committee can advise the member 
of the liability of the insurance com- 
pany. In several of the replies from 
the banks they have advised that they 
carried burglary and hold-up insurance 
and in a number of instances they 
stated that their policy did not cover 
the loss. Our secretary pointed out to 
them in a number of cases where the 
policy did cover the loss, with the result 
that the banks made claim against the 
insurance companies and the insurance 
companies paid the claim. 

Bankers Blanket Bond 

In the year 1916 the surety companies 
got out a bankers blanket bond, which 
covered fidelity as well as burglary and 
hold-ups. The same was submitted to 
the insurance committee, and after 
some changes suggested by the com- 
mittee, the form was approved. Owing 
to the changes brought about by the 
increase in crimes and questions aris- 
ing from time to time as to the cover- 
age, the Surety Association submitted 
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to the insurance committee for approval 
certain indorsemenis to be used in con- 
nection with the form that would clarify 
the bond and remove certain ambigu- 
ities and state more specifically what 
was covered by the bond. These in- 
dorsements were examined very care- 
fully by our secretary and general coun- 
sel and submitted to the insurance com- 
mittee for their action and the com- 
mittee approved of the indorsements. 
These indorsements do not take away 
any of the coverage that was originally 
given under the approved form. 

The Surety Association also sub- 
mitted what is known as their Form 
No. 2 for approval, which is not as 
broad as Form No. 1, but the rate is 
very much less. The committee ap- 
proved of the form, but with the under- 
standing that if their approval was to 
be placed on the bond the same was to 
state that it was as to form only, but 
they recommended Form No. 1 in pref- 
erence to Form No. 2. 

Hayden & Co.’s Lloyd’s Blanket Bond 

W. EB. Mellen, of J. F. Hayden & Com- 
pany, Montreal, Canada, submitted also 
for the action of the insurance com- 
mittee certain amendments to the 
“HAN-C” form of Lloyd’s blanket bond. 
These changes first were carefully con- 
sidered by both our secretary and the 
general counsel and then transmitted to 
the insurance committee, by whom they 
were approved, as it was found that 
they not only broaden the form but 
clarify certain ambiguities. 

Blanket Bond Identical With Lloyds 

The United States Guarantee Com- 
pany of New York submitted a blanket 
bond which they are now writing. This 
form is identical with Lloyd’s “HAN-C.” 
It also submitted the financial state- 
ment of the company, together with the 
names of its officers and_ directors. 
These were examined by both our sec- 
retary and the general counsel and then 
were transmitted to and approved by 
your committee. This particular form 
is much broader in its coverage than 
the bankers blanket bond issued by the 
American companies. In particular it 
covers the payment, whether received 
over the counter or through clearing 
house or by mail, of forged or raised 
checks or (genuine) checks bearing 
forged endorsements or the establish- 
ment of any credit to any customer on 
the faith of such checks. 

The company will underwrite only 
twenty per cent (20%) of each risk and 
the balance will be placed by Mr. Mel- 
len through Messrs. James Hartley 
Cooper & Company, Ltd., at Lloyd’s. 

Mr. Mellen has arranged for the issu- 
ance of a bond for $25,000 at a minimum 
rate of $600 where the number of em- 
ployes is five or less; $700 where the 
number of employes is six to ten; $800 
where the number of employes is eleven 
to fifteen; $900 where the number of 
employes is sixteen to twenty; $1,000 
where the number of employes is 
twenty-one to twenty-five; for the ben- 
efit of the small banks where the num- 
ber of employes is less than twenty-five. 

At the present time the American 
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companies’ minimum rate is $1,250 and 
covers twenty-five employes. In other 
words, if a bank only had five employes 
they would have to pay the same rate 
as if a bank had twenty-five employes, 
which is not equitable. 


On the minimum bond the American 
companies are now writing, they have 
doubled their rates since 1915. On the 
larger bonds the increase has _ been 
more. The companies have never sub- 
mitted the premium income and losses 
on this particular bond to the insurance 
committee. 


We have received some very compli- 
mentary letters from the banks that we 
have aided and also from a number of 
the state secretaries where we have 
been called on and assisted them in in- 
surance matters. 


From the letters received from the 
banks they realize that the committees 
has been of great service to them dur- 
ing the past twelve months in advising 
them on insurance coverage and adjust- 
ing cases where necessary with the in- 
surance companies, and every case, 
with one exception, that was taken up 
with the insurance committee where 
there was a question between the bank 
and the company has been settled by 
the companies on the recommendations 
made by the committee, which has been 
entirely satisfactory to the banks. 

Relative to the particular case still 
pending, our secretary has held several 
conferences with the company and pre- 
sented the bank’s side of the cases and 
the matter has been taken under con- 
sideration by the attorney for the com- 
pany but at the time of writing this 
report he has not made final decision. 

We take pleasure in advising that our 
secretary has received the hearty co- 
operation of the insurance companies 
in bringing about adjustménts in the 
various cases, and they have without 
any hesitancy submitted their entire file 
for inspection, and, in a number of in- 
stances, have consulted with our secre- 
tary relative to adjustment before any 
question arose between the company 
and the bank as to settlement. 





UNTERMYER LOVES THEM BOTH 

Samuel Untermyer, just before the 
election, showed that he is an expert in 
riding two horses going in opposite 


. directions as he made a speech praising 


both Governor Miller and former Gov- 
ernor Smith, the rival candidates. The 
New York “Herald” had this to say 
about it: 

“Samuel Untermyer, speaking last 
night to 2,000 persons at Erasmus Hall 
High School, Brooklyn, said that though 
he is a profound admirer of both candi- 
dates for Governor, he is supporting Al 
Smith chiefly because of Governor Mil- 
ler’s opposition to a welfare program 
which would include old age pensions, 
a minimum wage and insurance against 
sickness and unemployment. He said 
he differed with the Governor on all of 
these propositions. 


“‘T love and admire Al Smith,’ said 
Mr. Untermyer, ‘not because everybody 
else does, be he Democrat, Republican, 
Socialist, man, woman or child; not only 
because he has superb intelligence and 
a marvelous grasp upon public ques- 
tions, but because, besides‘having a fine 
thinking machine, he is one of the most 
distinctly human men J have ever 
known. 

“‘One feels that he has not for a 
moment forgotten his own struggles, 
that he understands the needs and that 
his heart beats in true sympathy with 
the masses of our people with a depth 
and intensity that are possible only to 
those who, like him, have gone through 
the crucible of poverty, oppression and 
suffering.’ ” 





BRANCH IN RICHMOND, VA. 

The United States Fidelity and Guar- 
anty of Baltimore announces that it will 
establish a branch department in Rich- 
mond January 1 with E. L. Spence, Jr., 
in charge. Mr. ‘$peneeis now com- 
pleting his twenty-sixth year as general 
agent for the company in that city. 


Independence Gets 
Home State Charter 


BEGIN WRITING DECEMBER 1 








Holland Announces Appointment of 
E. B. Anderson and S. G. Martin 
as Department Heads 





The Independence Indemnity Com- 
pany, of Philadelphia, has received its 
charter from Harrisburg and the names 
of the executive officers have been 
slated and the election will take place 
when the board of directors meets 
about November 15. The home office 
will be located on the third floor of the 
old Stock Exchange Building, Third 
and Walnut streets, until the home 
office building to be erected on the 
south side of Walnut street, east of 
Fifth street, is ready for occupancy. 
The company will begin writing busi- 
ness, December 1. 

President Charles H. Holland has 
announced the appointment of E. B. 
Anderson as head of the burglary, 
forgery and plate glass departments 
and S. G. Martin as head of the lia- 
bility underwriting department. Mr. 
Anderson has recently resigned as head 
of the burglary department of the Royal 
Indemnity. He began his insurance 
career with the Metropolitan Plate 
Glass in 1895 and was connected with 
that company until 1907 when he be- 
came’ superintendent of the plate glass 
department of the Casualty Company of 
America. He became associated with 
the Royal Indemnity in 1911 as super- 
intendent of the burglary and plate 
glass departments. From 1918 to 1920 
he served as secretary of the Burglary 
Underwriters Association, returning to 
the Royal as superintendent of the 
burglary department at the end of that 
period. 

Mr. Martin has had twenty years ex- 
perience in casualty insurance. He re- 
ceived his early training with the 
United States branch of the Ocean. He 
became associated with the Royal In- 
demnity in 1911 at the Chicago office 
but was soon transferred to the home 
office in the liability department. He 
was connected with the Hartford Acci- 
dent from 1913 to 1917 when he was 
appointed head of the compensation, 
liability and automobile departments of 
the United States Fidelity & Guaran- 
tee’s New York office. In 1921 he was 
appointed head of the underwriting de- 
partment of the United States’ branch 
of the Zurich, at Chicago, and for the 
last several months has been in charge 
of the Boston branch of that company. 





NOW WRITING BONDS 
The Standard Accident has formally 
opened its New York fidelity and surety 
bond department at 101 William street 
under the management of Weles R. 
Allen, and is writing business. 


A Progressive 


SURET Yann CASUALTY 
Company 








Chance to Sell “All In” Policy 

If James Gibbs, of Henry W. Ives & 
Company, who is responsible for the 
poison pie insurance publicity, wants to 
make another hit he can offer an “All 
In” policy to the casualty insurance 
men who have been camping on Forty- 
second street on acquisition cost. Be- 
tween regular meetings and committee 
meetings some of the executives have 
been having sessions until midnight. 

* * . 


Four Big F. & D. Bonds 

Four record-breaking bonds were 
placed by Fidelity & Deposit offices dur- 
ing October. The Little Rock branch 
opened the fun with a bond covering a 
road-building contract in Arkansas car- 
rying a $19,000 premium. Boston came 
next with a contract bond on the erec- 
tion of hospital buildings for the Vet- 
erans Bureau at Nerthampton, Mass., 
carrying a premium of $32,000. San 
Francisco in order to win the contest 
reported a premium of $40,000 with a 
blanket bond on the Bank of Italy’s 
fifty-eight branches in this country. And 
to cap the climax a $60,000 premium om 
a contract bond covering a water pro- 
ject at Tulsa, Oklahoma, was written for 
a Detroit contractor. 

a ” * 
Employment Bureau Grows 

Mabel L. Wilson, formerly secretary 
and personal assistant to President 
Charles H. Holland of the new Indepen- 
dence Indemnity. has become associated 
with the Position Securing Bureau. 
known to the insurance field as the cen- 
tral insurance employment office, in con- 
nection with the women’s department 
The Position Securing Bureau has been 
in operation only two months, but it has 
more than proved its value in placing 
the right man in the right position. 
Executives from all parts of the country 
are asking for men to fill important 
positions and are working in hearty co- 
operation with Messrs. Wehinger & 
Stone in helping to make the service a 
universal aid in reducing turnover 
through misfits. Offices are maintained 
at the corner of Fulton street and 
Broadway, New York. 

* ” . 


Mackey On Old Age Pensions 
Harry A. Mackey, chairman of the 
Workmen’s Compensation Board, of 
Pennsylvania, advocates old age pen- 
sions as a point of progress toward 
which we are working. He cites the 


workmen’s compensation law of his 
state as a sign of the progressive 
thought which has been crystallized into 
action through the legislatures during 
the past twenty years. 












After Auto Accident Story 

The United Press Association saw 
automobile insurance men in New York 
this week for a feature story on motor 
car accidents. 

* 7 . 

Life Insurance Editor Tells Travelers 
That Truth Is Stranger Than Fiction 
Dr. Willis H. Hazard is editor of the 

New England Mutual Life’s publications. 

He has written a letter to Editor Whit- 

ney, of the Travelers “Protection,” tell- 

ing of the most extraordinary story of 
an accident that ever came to his knowl- 
edge. This is it: 

“We spend our summers at a town in 
New Hampshire. In the immediate 
neighborhood lives a lady of means who 
this summer had a maid named Mary. 
Now this accident actually happened to 
this maid: 

“The other day Mrs. Smith (we will 
call her) was reading the morning news- 
paper upstairs in her room and called 
downstairs to Mary and asked if she 
would like to look at it. Mary said she 
would, so Mrs. Smith got up, walked 
over to the stair-well, and dropped the 
newspaper for Mary to catch. When 
the paper landed in Mary’s hands, some- 
thing flew into Mary’s eye. She could 
not get it out, and in the course of a 
day or so her mistress insisted on her 
going to a doctor, who took from her 
eye a piece of type metal which had 
been broken off the stereotyped plate 
on the press when the paper was print- 
ed and had stuck to the sheet. 

“T understand that her eye is infected 
and its sight may be lost. What an 
inconceivable accident!” 

+ * ~ 
Doubles Business 

With thirty full time men working 
to make a substantial record the Twen- 
ty-third street branch office of the Trav- 
elers will write well over $2,000,000 
business during the second year of its 
history. W. S. Warner, manager, has 
built up his organization from nothing 
and the men he has trained as sales- 
men are all new in the business. Dur- 
ing the first year he wrote over $1,000,- 
000 and is more than doubling that 
record in 1922. 

e** 6 
Learned Slightly Improved 

W. P. Learned. vice-president of the 
Fidelity & Casualty, has been ill at his 
home at 150 East 35th street for sev- 
eral weeks. He is feeling slightly bet- 
ter and has even been able to 'phone 
to the office once or twice. The doctors 
are more hopeful now than at any time 
during his entire illness, that he is on 
the road to recovery. 

a ” 
Spotlight Advertising 

A series of handbills which constantly 
attract attention and focus the attention 
of the prospect unusually well are 
issued by the Aetna. Signboards light- 
ed by headlights of an automobile in the 
darkness present pertinent questions 
concerning coverage. The background 
for the query causes deeper concentra- 
tion than probably any other medium 
could produce, because of the psycho- 
logical principle involved. Driving at 
night requires that every sense be alert 
in order to catch.a warning of danger 
from the darkness. When a signboard 
looms suddenly in the road ahead, the 
words burn themselves into the memory 
indelibly and at lightning speed. They 
indicate a turn in the road, and require 
action. Requiring action, the thought 
remains at least until some inquiry has 
been made. “What loss have you left 
uninsured in your residence?” These 
words serve as a silent salesman in 
creating prospects. 
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E. C. Lunt To Head 
Sun Indemnity 


COMPANY STARTS JANUARY 1 








Will Have $600,000 Capital and $400,- 
000 Surplus; George W. Allen 
Secretary 





The Sun Indemnity Company of New 
York expects to begin business the first 
of the year with a capital stock of 
$600,000 and a surplus of $400,000, to 
do a general casualty business. The 
officers will be: president, Edward C. 
Lunt, who is now a vice-president of 
the Fidelity & Casualty in charge of 
the bonding department; secretary, 
George W. Allen, who is now an as- 
sistant secretary of the Fidelity & 
Casualty. 

Mr. Lunt has been with the Fidelity 
& Casualty for twenty-one years and 
has been in charge of the bonding de- 
partment since 1905. During this time 
the business of his department has 
grown from $250,000 to $3,500,000 an- 
nually. He is a member of the New 
York Bar; is the author of the recent 
book on “Surety Bonds”; and is one 
of the cleverest of living insurance men. 

The Sun Indemnity expects to profit 
by the established agency plant of the 
Sun Insurance Office of London and will 
provide facilities to give the Sun agents 
a complete underwriting service for fire 
and casualty insurance. 

Directors of Sun Indemnity are the 
same as those of Patriotic (printed in 
the fire insurance department of this 
paper) with the exception of Samuel 
T. Hubbard. Jr., who is replaced by 
Samuel T. Hubbard, Sr., on the board 
of the Sun Indemnity. Frederick H. 
Sherman, who is on the board of the 
Patriotic, is replaced by E. C. Lunt, 
making. thirteen directors. 


New York Paper Gives 
Bargain Insurance 


SUBSCRiIBEKS 75 





COSTS CENTS 





North American Accident Travel Acci- 
dent Newspaper Proposition Used 
as Circulation Booster 





Bargain accident insurance for New 
York newspaper readers—an idea orig- 
inating in England and which has swept 
this country—has reached New York 
and is being offered by the New York 
“Globe” to its readers for 75 cents. 
Back of the policy is the North Ameri- 
can Accident. The “Globe,” as other 
newspapers, is offering the insurance 
feature as a circulation builder. In 
England the Harmsworth and other 
papers give this insurance for nothing. 

In making the announcement the 
“Globe” calls attention to the menace 
to life and limb of traffic congestion 
in automobiles. It says that during the 
world war 48,000 American young men 
were killed in eighteen months; but 
during the same period 91,000 American 
residents were killed in traffic accidents, 
while serious injuries mounted up into 
hundreds of thousands. 

The North American newspaper pol- 
icy pays $1,000 for death, loss of both 
hands or both feet or both eyes, one 
hand and one foot, hand and one eye. 
For loss of one hand or one foot or 
one eye, $500. Thirteen weeks total 


disability of $10 a week is another 
feature. 

For a total disability of seven weeks 
or less $7.50 a week is paid. 


The insurance is offered to yearly 
subscribers only. 


Five New Surety 
Companies in Field 


ARE MAKING 





STRONG BIDS 





Standard Practice Agreements Will Put 
Them on Equal Footing With 
Older Organizations 





Five active competitors have entered 
the surety field during the last few 
months and are putting up good fights 
to gain substantial footholds. They 
began to write business when compett- 
tion was unusually keen, with the re- 
sult that unauthorized commissions, 
bonus offers and various submarine 
channels were being used to bid for 
preference. This was a hard thing for 
new companies to face in their un- 
settled financial condition but their in- 
roads on the business were sufficient to 
guarantee them an existence. 

Conditions in the field were such at 
this point that a showdown was forced 
within a comparatively short period 
and the new companies will live prac- 
tically their whole lives under the 
standard regulations which are bound 
to emerge from the present conferences 
being held by representatives of the 
various companies operating in this 
country at the offices of the National 
Bureau of Casualty & Surety Under- 
writers. The national situation will in 
all probability be cleared so as to allow 
the younger competitors equal footing 
with their older rivals. 

The metropolitan district presents 
problems which do not exist in any 
other part of the world and are not so 
easily solved, but the progress toward 
standard forms and agreements has in 
any event been very swift compared to 
the slow evolution of the standard 
forms in fire insurance during the early 


Nugent and Cator 
Made Vice-Presidents 


ELECTED BY NATIONAL SURETY 





Two Given Executive Titles as Result 
of Their Success With 
Company 





Robert N. Nugent and Benjamin F. 
Cator have been elected vice-presidents 
of the National Surety according to an 
announcement by the home office. Mr. 
Nugent is head of the marine division 
of the city court department and has 
made a notable record in developing 
his work to a high point of efficiency. 
He has been with the company for many 
years and has held various positions 
leading up to his present recognition. 

Mr. Cator has been acting as associate 
manager of the San Francisco branch 


office of the company for some time. 


and has been an active factor in the 
Pacific coast development. He is a 
graduate lawyer and is unusually ver- 
satile in his grasp of legal matters. 
He is the son of former President Cator 
of the American Bonding Company. 
Mr. Cator was formerly associated with 
the Los Angeles branch of the United 
States Fidelity & Guarantee. 





Frederick Bateman has been appoint- 
ed manager of the Philadelphia branch 
office of the accident and health depart- 
ment of the Employers’ Indemnity. 


history of that branch of the business. 

The five coinpanies which have be- 
come active factors in the field this 
year are the Standard Accident, of De- 
troit; the Detroit Fidelity & Guarantee; 
Kagle Indemnity; Sun Indemnity, and 
the Independence Indemnity. 
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Greater Than 


Fire Losses 


HE number of sprinkler leakage and 
water damage losses for each one 
thousand sprinkler leakage and water 

damage risks is greater than the number of 
fire losses for each one thousand fire risks. 


Large losses of $10,000 to $40,000 occur 


not infrequently. 


Your clients carry fire insurance. 
not sell them Maryland Casualty Sprinkler 
Leakage and Water Damage Insurance? 


Maryland Casualty Company 


Baltimore 


Casualty Insurance - - . 


Why 


Surety Bonds 
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DEATH OF GOVERNOR BULKELEY 


(Continued from page 1) 


in 1851 entered the employ of the Aetna 
as an office sweeper, his salary being 
$1 a week. ‘Then he quit to live wm 
Brooklyn. For a time he worked in 
New York as a bundle clerk for a mer- 
cantile house, gradually working his 
way up to a partnership. He enlisted 
in the Thirteenth Regiment, New York 
Volunteers, went to the front under 
General McClellan and won honors in 
the Peninsular campaign. 

On the death of his father in 1872 
Bulkeley returned to Hartford to super- 
vise the financial interests of the fam- 
ily. It was not long before he became 
a noted and most respected figure in 
the town. His first business enterprise 
was the United States Bank which hw 
founded* as the United States Trust 
Company, becoming its executive head. 

It was in 1879 that he became presi- 
dent of the Aetna Life, succeeding 
Thomas O. Enders who in turn succeed- 
ed his father, who for twenty-two years 
had successfully piloted the company. 
For nearly three-fourths of a century 
(with the exception of seven years be- 
tween 1872 and 1879) father and son 
guided the destinies of this great insti- 
tution. 

Morgan G. Bulkeley was always a 
leader and it would take considerable 
space to list all the things which made 
his administration in life insurance 
stand out. His early work in pioneer- 
ing in farm loans, which did much to 
build up the Western country, was fol- 
lowed by investments in municipal se- 
curities in the West which proved a 
great help to many communities. The 
Aetna is said to have been the first 
life insurance company to have bought 
Liberty bonds for its employes for 
which they were permitted to pay at 
the rate of 5% per month. Later, this 
offer was extended to representatives 
of other Connecticut corporations. 


Always Interested in Politics 

From the time he lived in Brooklyn 
as a very young man he was interested 
in politics. When he returned to Hart- 
ford he was elected a member of the 
Hartford City Council, later becoming 
an alderman. In 1880 he was elected 
mayor, holding that office for eight 
years, itself a unique distinction. 

The high character and efficiency 
which marked his administration led 
to his being nominated forGovernor and 
he took office in 1889, giving the state a 
fine business administration. After two 
contests in which he was defeated 
Governor Bulkeley was made United 
States Senator. At the Republican con- 
vention of 1896 Governor Bulkeley was 
put forward as a good choice for vice- 
president and he went to St. Louis with 
the solid Connecticut delegation behind 
him. 

Governor Bulkeley figured in many 
exciting political incidents, the most 
sensational being known as the crow- 
bar incident when an attempt was made 
in a political fight to bar him from his 
office in the gubernatorial chamber. 

He pried open the door with a crow- 
bar. In 1916 when a Connecticut Cav- 
alry troop was at the Mexican border, 
and lacked mounts, Governor Bulkeley 
anonymously presented the troop with 
forty-five horses. Two of his sons were 





AUTO ACCIDENTS INCREASING 


The report of the Accident Prevention 
Bureau of the Philadelphia Police De- 

partment for the initial year of its 
existence, commencing Nov. 1, 1921, 
states that a total of 10,833 motorists 
were arrested and that 8,838 accidents 
were investigated. The report shows a 
steady increase in the number of acci- 
dents investigated from 386 in Novem- 
ber. 1921, to 1,268 in October, 1922; also 
a decided increase in the number of 
deaths from accidents. The number of 
automobile fatalities in October was 33; 
and in September, 42. The lowest num- 
bers were in January, 15; in February, 
12, and in July, 11, 


with the troop. Governor Bulkeley had 
a large library, and left a collection of 
rare curios. 

Mr. Bulkeley as a leader possessed 
independence, confidence in himself ana 
his project, the quality daring to do 
and a personal interest in his friends 
that won their sympathy and affection. 
He had the genius to do big things 
which stood out and accounted for his 
popularity with the people—as when he 
defied the governor of a neighboring 
state in an extradition case; when 
through his company he supplied the 
nearly million dollars to build a New 
Haven railroad station; when he or 
fered to finance the building for a mil- 
lion dollar hotel in Hartford; when: he 
inaugurated the Aetna Life plan of fi- 
nancing Liberty Loan_ subscriptions. 
These and other undertakings focussed 
him in the public eye. We recall no 
other marf#who stepped so late in public 
affairs and then stepped so high in 
them. _His was a remarkable personal- 
ity. He was always zealous for the wel- 
fare of the city, state and nation. 

Active pallbearers at the Bulkeley 
funeral were Morgan B. Brainard, N. C. 
Brainard, Col. W. E. A. Bulkeley, Major 
J. H. Kelso Davis, Ralph E. Cutter and 
Mitchell S. Little. 

Senator Bulkeley is survived by his 
wife and three children. In 1885 he 
married Miss Fannie Briggs Houghton, 
of San Francisco. 





A TRUTH WELL PUT 
—Do you lend money to strangers? 
—yYou do not. 
—-Neither do banks. 

That ad attracted my attention. 
are interesting things anyhow. Publi- 
cations pay people for articles and 
stories. But people pay publications to 
print ads, just as if to say “I know I’ve 
got something worth while to say ana 
I'll pay money to prove it.” 

So the bank ad caught my eye. Every- 
body .knows that a bank won’t lend a 
thousand dollars—maybe more, maybe 
less—to a stranger. The reason is 
simple enough. The bank must have 
confidence in the borrower before ac- 
cepting his assertion that he will repay. 

And it occurred to me that there was 
a similar relationship with an examiner 
and a company. For just as a bank 
can not afford to hand out a thousand 
dollar check—maybe more, maybe less 
—on a signed promise to repay, neithe: 
can an insurance company hand over 
a thousand dollar policy—maybe more, 
maybe less—on a signed recommenda- 
tion of a doctor. Not unless there is a 
feeling of confidence.—-From the ‘Con- 
tinental Record.” 


Ads 


FLOODS COUNTRY WITH SALT 

The Aetna Life and Affiliated Com- 
panies, in the course of its novel in- 
creased premium campaign, has sent 
small envelopes containing salt to thou 
sands on its production mailing list. 
The idea is that the real producers, 
“the goat getters,” are worth their salt; 
or, that workers, toilers, hustlers and 
producers are the present-day “salt of 
the earth.” The idea is novel, attracted 
a lot of attention, and probably com- 
pletely cleaned out the salt stock of one 
of the principal grocery stores in Hart- 
ford. 





GOES TO NORTH CAROLINA 

Harry C. Moore, formerly special 
agent connected with the Verschdyle 
agency of the National Surety at Dal- 
las, Texas, has been appointed manager 
of the surety department of the Wayne 
3eachboard agency at Asheville, North 
Carolina. 





JOINS BINGHAMTON AGENCY 

Harold P. Clarey, special agent for 
the National Surety in Central New 
York State, has resigned to accept the 
management of the bond department of 
the Louis Green agency at Binghamton, 
N.S 














The “‘Home’”’ of Automobile Insurance 


Chester M. Cloud 
Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
59-61 Maiden Lane 


Phone: John 1363 

















Georgia 


Macon, G3. 


Surplus and Reserves as to Policy Holders $2,089,936.09 


Casualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Secretary 


Automobile 

Plate Glass 

Burglary 

Liability 

Property Damage 

Workmen’s 
Compensation 
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HOME OFFICE, 








Eugene H. Winslow, President 
Robert A. Drysdale, Vice-Pres’t 


RELIABLE AND. ENERGETIC AGENTS WANTED 


CHARTERED 1674 


PLATE GLASS INSURANCE 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


47 CEDAR STREET 


8. Wm. Burton, Sec’y 
Albert H. Lahy, Asst. Sec’y 














BUSINESS=-BUILDERS 








BOSTON 
Paid-In Capital $1,500,000 


DEVELOPING 


: és: a Fidelity and Surety Bonds, Liability Workmen’s 
{+ Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO.GPERATION OF THE 


per ie Bonding and Insurance Company 





T. J. FALVEY, President 
Write For Territory 








The Kmployers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Ineurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 


33 BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 























FOUND—On William St.! 


Bright ideas used by 


successful Casualty men 


Each week in 


THE EASTERN UNDERWRITER 


Subscription $3 a Year 














MORE THAN 
$28,500,000.00 


has been paid to Continental poli- 
cyholders or their beneficiaries as 
indemnities for loss of business 
time by accident, or for accidental 
loss of sight, limb or life, or for 
loss of business time by sickness. 


In every city of the Union and 
in Canada we are protecting many 
thousands of business and profes- 
sional men. Continental Accident 
& Health Policies SELL and stay 
sold—Good openings for the right 
man. 


Continental Casualty Company 


H, G. B. Alexander, Pres. 
General Offices: Chicago, U. S. A. 
Canadian Head Office: Toronto, Canada 





























STRUCK BY GOLF BALL 
An application for compensation made 
by Sidney Daniels, of Newburgh, N. Y., 
who was struck by a golf ball, is now 
before John J. Blackford, of Yonkers, 
referee in compensation matters, 
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